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FIRE INSURANCE PLANS 


Preparing to Enter Number of States; 
Writings to Include Automobile 
and Side Lines 





SCHINASI INTERESTS CONTROL 


Company Makes New Re-Insurance 
Contracts; Jesse Spier President 
of Trans-Marine 


The purchase of the control of the 
Importers & Exporters Insurance Com- 
pany by the Schinasi Brothers’ tobacco 
interests, has caused considerable talk 
among underwriters by reason of the 
surprising growth of this company 
which was only started in February, 
1918, with a capital of $200,000 and a 
surplus of $100,000, which capital and 
surplus are to be increased to $1,050,- 
000. The president of the company 
after May 1 is to be Leon Schinasi, a 
former director of the Tobacco Pro- 
ducts Company, and one of the leading 
cigarette manufacturers of America. 
Jesse Spier is to continue in charge of 
the marine underwriting. The fire in- 
surance end will be handled by Harold 
Knox, who has had a long experience 
in the business. It is announced that 
the company will become an active fac- 
tor in the fire insurance as well as in 
the marine insurance business. Leon 
Schinasi, the new president, succeeds 
Ery Kehaya. Mr. Schinasi is now form- 
ing a new board of directors which will 
consist of men of prominence in the 
financial and commercial world. 

How Company Has Progressed 

Some idea of the growth of this com- 
pany can be gauged by the fact that 
on the twentieth of February, 1918, it 
was organized with a capital of $200,- 
000 and a surplus of $100,000, the pur- 
pose of the company being to write 
marine insurance exclusively. By De- 
cember 31 the reinsurance reserve was 
$380,000, the assets $1,726,000 and the 
net premiums $2,400,000. In April, 
1919, $300,000 additional was paid in, 
pulling the surplus up to $372,000 and 
the assets to more than $2,000,000. The 
latest increase in capital is to $700,000, 
making the surplus $700,000 and tne 
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OF LOCAL ASSOCIATION 


Executive Committee of Life Under- 
writers Changes Rules By Pro- 
viding for Company Vote 





MANY INDUSTRIAL MEN IN BODY 





Liberty Loan Workers Complain of 
Slow Progress Being Made By 
Life Agents 


Some time ago the Life Under- 


writers’ Association of New York de- 
cided to admit industrial agents to 
membership, but later some members 
were apprehensive that the industrial 
men would be able to outvote the ordi- 
nary life agents, with the result that 
there might come some crisis during 
which representatives of companies 
writing industrial insurance would be 
able to swing control of the associa- 
tion. 
How Rules Are Changed 

The matter has finally been adjusted 
by the following action of the execu- 
tive committee of the association, 
which was approved at a meeting of 
the Life Underwriters’ Association of 
New York, held at the Arkwright Club 
on Tuesday night: 

“Ten active members shall constitute 
a quorum at any meeting of the asso- 
ciation. 

“Every member present shall be en- 
titled to a vote, unless the Company 
vote is called for by representatives of 
five companies. In that event the mem- 
bers from each Company shall be en- 
titled to but one vote to be cast as a 
unit or in fractions, provided that at 
least nine companies are then rep- 
resented, failing which number the 
question will lie on the table until the 
requisite number is represented.” 

Liberty Loan Talks 

The meeting developed into a series 
of talks for the Liberty Loan, the prin- 
cipal speakers being the Rev. C. Wal- 
lace Petty, who had addressed a gather- 
ing at the Metropolitan Opera House 
the evening before; and Major C. W. 
Wickersham, son of the former Attor- 
ney General. Julian Myrick and other 
life insurance speakers then deplored 
the lethargy prevailing among life ag- 
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T. R. Fell Says Agents 
Need New Association 


FOR MEN WHO LOVE THEIR JOB 


Letter Goes to Five:Hundred Members 
of Life Underwriters’ on Morning 
of Meeting 
T. R. Fell, manager in New York 
of the Massachusetts Mutual, created 
quite a stir this week by sending a let- 
ter to five hundred members of the 
Life Underwriters’ Association of New 
York in which he advocated the forma- 
tion of a new association to be c om- 
posed of men “who love their jobs.” 
This is an aftermath of letters which 
Mr. Fell has sent to The Eastern Un- 
derwriter in which he has argued that 
life insurance should be sold by simon 
pure life insurance agents. The letter, 
reaching the agents on the morning of 
the meeting of the local association. 
was widely read and discussed. 

Text of Letter 

This is its text: 

“I think what we need in New York 
is an association of life insurance ag- 
ents who have a common desire or ob- 
ject. I suggest that the common object 
be ‘love your job.’ 

“That may seem on first thought a 
foolish object to have for an organiza- 
tion, but let’s see where it would land 
us. In the first place, if you loved your 
job, you would have its best interests 
at heart. Is the child all right, is it 
thriving as it should, and if not what 
big or little change would be desirable? 
Make the Job of Agent More Attractive 

“Now our job would get along better 
if it was more attractive; if it looked 
better to other people; in other words, 
if it were really more attractive than 
it is. Our job does not appeal to others 
as much as it might, but if it were 
more attractive, people would look 
upon it differently. 

“If you love your job you will study 
your child and see what it needs. One 
of the things that I think it needs 1s 
more thoughtful attention and less in- 
considerate treatment from those in 
charge of it. When you see anybody 
abusing your job (if he is in the life 
insurance business, it is his job too) 
you should do something to stop the 
abuse. When a manager doeg a mean 
thing to your job you should protest 
if you love your job. I know the av- 
erage fellow in New York moves on, 
turns his back, anything to avoid a 
scene, but what would you think of a 
father or mother that did that,—what 
would you think of anybody who stood 
around and let someone else abuse a 
child. - That is what I claim is being 
done to the life insurance business; it 
is being abused. Some people do it 
intentionally and some because they 
do not know any better. Some people 
do it and excuse themselves by saying 
if they did not do {!t someone else 
would. 

“Some people do it because that’s all 
they know; they were brought into the 
life insurance business under these cir- 
cumstances and they cannot under- 
stand how anybody would want to 
change them. If you tell them they 
should not allow business to come into 
their offices if it really belongs to 
someone else (a full time agent, for 
instance) they cannot see it. They 
can only see if they do not fight for 
anything in sight they might miss 
something. They do not seem to real- 
ize that anything whatever has hap- 
pened in the world during the past 
twenty years that would justify some 
changes. About twenty years ago they 
heard that the man who brought in the 
signed application was entitled to the 
commission and that is the rule of 
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their life now. The changes they hear 
about going on in the world they think 
are for others. They can listen to a 
speaker talking to an association of 
big manufacturers and agree with him 
when he says honesty is the best pol- 
icy. They will also say that it is good 
business. They will agree that in this 
age you must look at things in a big 
way. And when these people hear a 
man say something about the Golden 
Rule they agree that if capital and 
labor would both live up to it there 
would be very little more trouble, but 
the next minute when a stranger 
comes into the office and says I want 
to beat out such and such an agent of 
such and such a company they forget 
that what is good for another is good 
for them. 


Defines Loving One’s Job 


“Now what do I mean by loving your 
job? If you love your job, you will try 
to make it grow; you will take care of 
it,—you won’t abuse it yourself nor let 


any one else, without speaking to him 
about it. Helping one agent to inter- 
fere with the business of another is 
abusing your life insurance job and if 
you love your job you will protest 
against it whether you are the agent 
or someone else is the fellow who is 
being interfered with. It takes a cer- 
tain number of agents to write the life 
insurance business of the country and 
anybody who will license a new agent 
for the declared purpose of interfering 
with the work of another agent is a 
waster, at least. Any manager who 
deals with a fire insurance agent who 
announces when he comes to his office 
‘I want to beat out the agent of such 
and such a company’ is a. waster. He 
is not only interfering with that full- 
time agent, but he is making it more 
difficult for others to get full-time 
agents. 

“If you love your job others will love 
it and will be attracted to it. Then 
dividends will be bigger and the net 
cost lower. Every agent who loves his 
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job will try to make it easier to get 
agents and less expensive for policy- 
holders. Love your job and you will 
lower the cost and make it easier for 
you and everybody else to do business. 
But knock your job around, take te 
attitude that it is too much trouble to 
pay any attention to it, and it will look 
neglected at least. That is one of the 
troubles of the life insurance busi- 
ness,—it looks neglected. It is too 
much trouble for some officers and 
managers to take an interest in the 
details of how the home is run. Some 
of these changes they would admit 
would be more just if you could bring 
them about but they don’t want to go 
to the extra trouble necessary. 
Discusses Letters to The Eastern 
Underwriter 


“Have you been reading the discus- 
sion on this subject in The Eastern 
Underwriter? I started the ball rolling 
by an article in the February 7th issue 
on ‘Compensation should follow serv- 
ice only; no service, no compensa- 
tion,’ and followed it up by an article 
on ‘Honesty’ in the issue of March 
28th, but the’ whole subject is right in 
line with the subject of this letter. The 
discussion in The Eastern Underwriter 
has been participated in by several 
leading life insurance men, including 
the well-known Minneapolis insurance 
man, Warren M. Horner, March 7, and 
Charles Jerome Edwards of New York, 
on April 18. 

“Our business will thrive if you and 
I will love it, and not treat it as if it 
were a step-child. In the discussion in 
The Eastern Underwriter, we have got 
to a point where I think almost any- 
body would admit there is something 
wrong about the employment of fire 
insurance and part-time agents. If you 
agree that there is something wrong, 
let us know what you think is wrong. 

“May we enter your name on the 
roster of the Association ‘Love Your 
Job’?” 


LANDING SPEED A FACTOR 
Different Makes of Airplane May Be 
Safe or Dangerous According 
to This Feature 





David Gregg, of Cambridge, Mass., 
who is an experienced flier, has writ- 
ten this letter to The Eastern Under- 
writer: 


“Several years ago I thought of tak- 
ing life insurance but was prevented 
because I was flying. However, my 
understanding was that I could fly 
without affecting the policy after it 
had been in force one year. At present 
I am covered by my government insur- 
ance, at the rate of some six dollars 
and a half a month, which I can keep 
up for five years. 

“Considering the risk taken in flying, 
I think it may be divided into two main 
classes—that due to the machine, and 
that due to the inexperience of the 
pilot. ‘The latter factor is of little im- 
portance after a pilot has had some 50 
to 100 hours’ flying experience. As far 
as the machine itself goes, if it has 
been properly constructed and designed 
the only important risk is in landing. 
The lower the landing speed the safer 
the machine. A landing speed of 45 
miles an hour is quite safe while one 
of over 60 is rather dangerous. At a 
training squadron in England, flying 
S. E.5’s which landed at between 65-70 
miles an hour, we used to figure one 
crash for three forced landings away 
from the aerodrome, due for the most 
part to tipping over on landing or 
running into a hedge. The machine 
might be quite badly damaged but the 
pilot was rarely hurt. On the other 
hand, Avros, which landed very slowly, 
were rarely ever damaged. Most of the 
fatal accidents were due to war risks, 
and would not have occurred in civ- 
ilian flying. I consider straight flying. 
no stunting, on a good machine, as safe 
as driving a fast auto.” 
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Narrow Escape For 
Saxon Motor Car Co. 


COLLECTS $50,000 INSURANCE 


Dividend Buys Extension of Neglectful 
Insured’s New England Mutual 
Policy; Ford Dies 


On October 23, 1915, the New Eng- 
land Mutual issued a “Commercial 
Policy,” Five-Year Term, for $50,000, 
rremium, $675, to Harry W. Ford, of 
Detroit. Mr. Ford was at that time 
president of the Saxon Motor Car Cor- 
poration, which he had founded, and to 
which it was payable. 

On September 21, 1918, that Com- 
pany decided to discontinue the insur- 
ance, and asked for the then cash value 
of the policy. An effort was made by 
general agents to keep the insurance 
in force by substituting Mr. Ford’s wife 
as the beneficiary; and the negotia- 
tions were still pending when the prem- 
ium date, October 23, arrived. The 
premium was not paid, and nothing 
thus far had been done to change the 
policy. 

Result of Negligence 

Now comes the human interest part 
of the story: The Saxon Motor Car 
Corporation, the insured and his fam- 
ily, it was learned,—all had decided to 
discontinue the policy. Everybody, ex- 
cept the New England Mutual, was 
“through” with the insurance. They 
not only neglected to take the cash 
value of $24.50, payable October 23, 
1918, but they also failed to notify the 
Company formally of their final de- 
cision so that the dividend of $155 
could be paid. 

Here is the result of this negligence: 
The policy lapsed on that date, October 
23, for non-payment of the premium 
then due. By its provisions, it wag kept 
in full force as automatic extended in- 
surance for the length of time pur- 
chased by the cash value—twenty days. 
On November 12, 1918, the policy would 
have expired absolutely—and Mr. Ford 
would have survived it, thus ending the 
matter—but for three most important 
circumstances. 

First. The policy provided that if 
any share of surplus was not taken in 
cash or used to reduce the premium, 
it should be left with the Company to 
accumulate at interest to the credit of 
the policy. 

Second. Under the Extended Insur- 
ance Non-Forfeiture Provision, the pol- 
icy stated that it would be continued 
automatically for its face amount as 
extended insurance from its anniver- 
sary date, “for such time as the then 
cash value together with any accumu- 
lated surplus held at interest” would 
purchase. As a matter of fact, the div- 
idend of $155 purchased a further ex- 
tension of 124 days, making with the 
cash value, a total extension of 144 
days. Thus the true expiration of the 
insurance was advanced to March 11, 
1919. 

Insured Dies 


Third. On December 11, Mr. Ford, 
who by this time was living in New 
York City, was taken ill with influenza. 
The disease progressed into pneumonia, 
and the insured died on December 18, 
1918. As the accompanying letter 
shows, $50,000 was paid to the Saxon 
Motor Car Corporation. 

The significant feature of the story 
is the application of the dividend, in 
accordance with the specific terms of 
the contract, to purchase a further ex- 
tension of the face amount of the in- 
surance. To the best of our knowledge, 
the policy contract of the New Eng- 
land Mutual is, in this respect as in 
Many others, unique. Because of the 
absence of a similar provision from 
their term policies, no less than five 
companies carrying nearly $400,000 on 


the life of Mr. Ford, were without lia- 
bility at the time of his death. 

Utter & Thomson, general agents of 
the Company in Detroit, have received 
this letter: 


Gentlemen: 

Referring to your policy No. 298579 
for $50,000 on the life of Harry W. 
Ford, deceased, former president of 
this Company. On account of the ter- 
mination of Mr. Ford’s active connec- 
tion with this Company, we then no 
longer felt the need for this insurance 
in our favor, and accordingly did not 
pay the annual premium due October 
23, 1918. Mr. Ford died on December 
18th, 1918, and although your policy 
was on the Five-Year Term plan, which 
generally has no accumulated value in 
Paid-Up Insurance or Extensions, yet 
under the Massachusetts Insurance 
Laws and the Automatic Extension pro- 
vided in your policy, the annual divi- 
dend of $155.00 due October 23, 1918, 
together with the Massachusetts Legal 
Reserve of $24.50 were applied to an 
Extension of the full amount of the in- 
surance. 

Therefore, we today acknowledge 
your check for $50,000 and wish to ex- 
press our keen appreciation of the lib- 
erality of your system of insurance. 
This action on the part of your Com- 
pany illustrates in the most forcible 
way one of the many advantages con- 
tained in your policy over policies is- 
sued by some of the other insurance 
companies. 

SAXON MOTOR CAR CORPORATION. 


JOINS AMERICAN BANKERS 


F. W. Ford, formerly superintendent 
of agents for the General Accident, 
Fire and Life Assurance Corporation of 
Perth, Scotland, for the past seven 
years, with head offices in Philadelphia, 
has accepted a position as agency man- 
ager of the monthly premium depart- 
ment for the American Bankers for the 
Eastern division, with offices at 406 
Finance Building, Philadelphia. 


$300,000,000 Goal For 
Mutual Life Agents 


DESIGNATE THIS DEXTER YEAR 





Career of Mutual’s Second Vice-Presi- 
dent; Went Into Life Insurance 
Believing In It 


An unique honor has been accorded 
George T. Dexter, second vice-president 
of the Mutual Life, by the agents of 
that company who have designated the 
entire current year as Dexter year and 
will thus show their appreciation of 
this executive officer of the Mutual 
with whom they have had such close 
and comradely relations for many 
years. The idea originated with the 
managers themselves and the agents 
immediately and enthusiastically fell 
into sympathetic line. The managers 
say that their goal is $300,000,000 of 
paid for production. 

Son of a Clergyman 

George T. Dexter is one of the 
strong, virile figures in life insurance, 
most of whose business life has been 
devoted to the affairs of the Mutual. 
The son of a New England Baptist 
clergyman, Mr. Dexter was graduated 
with honors from high school, and 
when nineteen years old went to sea, 
making one voyage which lasted 
twenty-three months. His sister had 
married a ship captain and it was on 
his brother-in-law’s vessel that he 
made the voyage. Two of the crew 
having died at sea, Mr. Dexter signified 
a desire to become a member of the 
crew and performed his duties so cap- 
ably that he was discharged as an able 
seaman. His first business venture was 
as a traveling salesman for a furniture 
manufacturer in which line he was en- 
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gaged when his uncle who owned a 
fire insurance agency among other in- 
terests in Worcester, Mass., asked him 
to take charge of the agency. While 
so engaged he was approached by the 
representative of a New York life in- 
surance company who induced him to 
accept the agency of the company. 
This was about thirty-three years ago. 
Up to this period Mr. Dexter had not 
only not written any life insurance, 
but had never been canvassed by 
an agent. Life insurance appealed to 


him tremendously. He saw what ii 
meant. He had always’ smarted 
somewhat in thinking of the disad 


vantages under which women and chil- 
dren labor in our social structure, and 
it did not need much convincing to 
prove to him that life insurance fur- 
nished a way out of many of their 
financial difficulties when the head of 
the family passed away. He immediate- 
ly took out a policy on his own life— 
he had been married sometime before 
—and insured most of his school com- 
panions. In fact, it wag not long before 
the fire branch of his office was being 
neglected for the life insurance. 
Goes With Mutual 

His work attracted attention from 
other companies and a change in his 
business relationships resulted after 
he had met an agent of the Mutual at 
Worcester in competition for a small 
case in Webster, Mass., Mr. Dexter 
won the case. As a result he was 
brought into contact with General At- 
wood, then general agent of the Mu- 
tual, headquarters in Boston; made a 
careful study of the Mutual Life and 
its contracts, became convinced that it 
was the best company for him to rep- 
resent and became an agent of the 
Mutual in Boston. 

About that time, Newport & Peet 
had opened up an agency for the Mu- 
tual in Minnesota and Iowa, headquar- 
ters in St. Paul, an independent agency 
of the Detroit Agency. This was a live, 
enterprising firm which was making 
good progress in organizing and de- 
veloping the territory, and was looking 
for bright, successful agents. Mr. 
Dexter was recommended to Newport 
& Peet by General Atwood with the 
result that he gave up his Worcester 
business, went to St. Paul, and for six 
years worked in the development of 
the western field. He was one of the 
best insurance agents that ever worked 
in the west, and from the start empha- 
sized the protection rather than the in- 
vestment idea, although those were the 
days of tontine insurance and rosy 
promises. For larger compensation and 
a wider field, Mr. Dexter went to Cleve- 
land as assistant general agent of the 
company. There he did so well that 
twenty years ago he was invited to 
come to the home office and take 
charge of the entire agency field, which 
has been the major part of his work 
ever since. 

Sees Bright Future for Life Insurance 

It will be seen by a study of Mr. 
Dexter’s career that he was a part- 
time agent at the start and if there had 
been a sharp line drawn against part- 
time agents, the life insurance busi- 
ness would have lost one of its most 
distinguished figures. It only took a 
year, however, for Mr. Dexter to dem- 
onstrate that he was a life insurance 
man and not a fire insurance man. Mr. 
Dexter has a deep-seated feeling that 
there is a glorious future ahead for 
the life insurance agent who is con- 
scientious, loyal, intelligent and indus- 
trious. There are few men more im- 
patient with laggards or more ready to 
encourage merit, than he. There are 
many reasons in his opinion why life 
insurance is much more easy to write 
now than it was when he entered the 
business. Of course, policies are larger, 
the country is more prosperous and 
the variety of insurance is greater, but 
more important than all is the educa- 
tion of the public to an appreciation of 
life insurance. 

What Agents Need to Succeed 

When he was working in the New 

(Continued on page 11) 
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Phoenix Mutual’s 
‘Building Under Way 


SIX STORIES AND LARGE AREAS 


Architecture of Sixteenth Century 
Type; Ready for Occupancy 
in June, 1920 


Hartford, Conn., April 28.—The offi- 
cials of the Phoenix Mutual Life and 
their building committee during the 
past two years, with their architect, 
Benjamin W. Morris, and their builders, 
have been devoting much time and 
study to the plans for their new build- 
Three plans are 
now perfected and actual work was be- 
gun during the last week in March. 

The design calls for large office 


ing on Elm street. 


wise to arrange the plan so that very 
material enlargement can be made when 
needed, and to accomplish this purpose, 
the building as a completed whole has 
been designed in all essential particu- 
lars with a view to material additions 
when greater space will be required. 

The initial building will be six stories 
in height, one hundred and forty feet 
wide and one hundred and fifty feet 
deep. This space will accommodate 
more than twice the clerical force now 
employed. South, or back of the front 
section, fifty feet deep, the building now 
erected is planned to carry future ex- 
tensions to a height of twelve stories 
forming an imposing background to the 
front or executive section. 

The architectural character of the 
exterior is derived from a little known, 
but particularly handsome sixteenth 
century building in Saragossa, known as 
the “Longa” or exchange, the design 
relying on a carefully studied relation- 
ship of masses of wall surface and wide 
arrangements for its carrying effect 








areas, unobstructed by columns, and, by 
reason of the large property acquired 
by the Company, it has been possible 
to provide light and air in abundance 
for the occupants. While the building 
is to be typical of the latest develop- 
ments of modern scientific planning, 
construction and equipment, it does not 
depart from a reasonable though pro- 
gressive consideration of architectural 
precedent. 

In view of the probable development 
of the Company’s business which would 
require additional space, it seemed 








BANKERS OF LINCOLN 


Conclusions Reached in_ Insurance 
Departmental Examination Made 
by Five Western States 


In an examination of the Bankers 
Life of Lincoln, Neb., by the Insurance 
Departments of Nebraska, Iowa, Kan- 
sas, South Dakota and Wyoming, the 
conclusions of the examiners follow: 

“The Company is honestly and eco- 
nomically managed. It has no delin- 
quent interest; it has adopted by-laws; 
it has no resisted death claims; it has 
not had a foreclosure suit; it has no 
litigation of any character. 

“Promptly disposes of policy claims; 
it has required and obtained bonds for 
officers; it has provided for a revision 
of accounting system; it has obtained 








rather than an over-abundance of orna- 
mental detail, and particular attention 
has been given to the surface treatment 
by the harmonious use of brick and 
terra cotta. 

The building will be of fire-proof con- 
struction and will be equipped with 
every modern device of proven worth 
which tends towards efficiency in busi- 
ness methods and the welfare of the 
employees. Except for unforeseen con- 
ditions, the building will in all proba- 
bility be ready for occupancy June 1, 
1920. 


adequate fire insurance for home office 
building; it has reinstated and restored 
all policies to a pre-war status; will 
maintain proper records of meetings, 
executive and financial committees and 
Administrative Board; has approved 
and designated Bank depositories, a re- 
quirement of Nebraska laws previously 
overlooked; maintains valuations of 
policies on Company’s standard, Act- 
uaries’ Table of Mortality and 4 per 
cent. interest and such other valuations 
as may be required by the states in 
which the Company ig operating. 

“The Company complies fully with 
the Nebraska laws.” 





LT. PETERSON A GENERAL AGENT 


Lieutenant Frederick A. Peterson, 
recently returned from overseas serv- 
ice, has been appointed general agent 
for Berkshire County for the New Eng- 
land Mutual. He hag offices in the 
Agricultural National Bank Building, in 
Pittsfield, Mass. 
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Some of the Innovations 
Introduced by the Equitable 


During its 


Sixty Years of 
Public Service 


Shortening, 
the Policy Contract 


Simplifying and Liberalizing 


Immediate Payment of Death Claims 


Incontestability after first policy year 


Group Insurance for Employees 


A Corporate Policy to Protect Business 


Interests 


A Convertible Policy Adaptable to Altered 


Circumstances 


Free Health Examinations for Policyholders 


A Home Purchase Policy 


A Refund Annuity guaranteeing return of 


Entire Principal 


An Income Bond to Provide for old age 


New and Improved forms of Accident and 
Health Policies, thus completing the circle of 
protection against the hazards of Life, Acci- 


dent, and Disease 
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Unless an aroused and enlightened 
public opinion is brought to bear upon 
our legislators, there is danger that life 
insurance will become increasingly bur- 
dened and its beneficent progress hamp- 
ered by unwise, not to say unjust, legis- 
lation. 

The total misconception of many, as 
to the real economic of life 
insurance in our modern life, and the 
disposition, prevailing among a great 
proportion of our legislators, to regard 
life insurance companies “malefac- 
tcrs of great largely re- 


function 


as 


wealth,” are 


sponsible for the situation. This mis- 
taken attitude, unfortunately, is not 
confined to our legislators; it is only 


too prevalent with the unthinking pub- 
lic, and is reflected in the numerous un- 
just and uneconomic laws regarding in- 
surance, now on our statute books. 

In making this do 
wish to be understood as including the 
many by the 
various State legislatures, establishing 
State control and supervision over the 
financial operations and administrative 
functions of insurance companies and 
their officials; nor do I refer to the 
laws protecting the insuring public 
against fraud and deception on the part 
of such companies and their agents. 


assertion, I not 


wise measures, enacted 


Limits and Taxation 

The kind of legislation, to which I 
have particular reference, is that which 
seeks to limit the amount of insurance 
issued by a company and adds, by taxa- 
tion, to the cost of carrying insurance. 

The arbitrary restriction as to the 
amount of business done by a life in- 
surance company in any one year, was 
one of the results of the famous Hughes 
insurance investigation. It was due to 
the belief that the concentration of 
large sums of money for investment, 
purposes in the hands of a small group 
of men, was a dangerous menace to 
the public security. The so-called 
“money octopus” loomed large in those 
days, and a genuine, if mistaken, fear 
of its potential danger, influenced the 
public mind, and naturally, our legis- 
latures reacted to it. 

It is generally realized today, how- 
ever, that this fear was exaggerated 
and that the legislation enacted under 
its influence, was unnecessary. 

While the limiting the 


law amount 


Legislation vs. Life Insurance— 
Placing Taxation on Thrift 


By PREBLE TUCKER 


of insurance output has not yet been re- 
pealed, it has been amended so as to 
make the limitation less rigid and, in 
time, it will probably be entirely abro- 
gated. The recent enormous expansion 
in volume of the life insurance business 
undoubtedly due to war conditions 
threatens to seriously embarrass the 
business of some of the large insurance 
companies, unless this limitation is re- 
moved, or at least, is very greatly en- 
lurged. However, the public is not so 
much concerned with this kind of un- 
necessary legislation, as it is with the 
tendency to increase the burden of tax- 
ation imposed on life insurance. Dur- 
ing the past twenty years, the life in 


surance companies in the interests of 
the insuring public, have been called 
upon to combat repeatedly this tend- 


ency in the various State legislatures. 
Tax on Life Insurance a Tax or Thrift 

Ignoring the demonstrated fact: that 
a tax on life insurance is a tax on 
thrift; that each dollar of tax collected 
by the state from a life insurance com- 
pany eventually comes out of the 
pocket of the poor, as well as the rich 
the former contributing in far greater 
proportion—the legislators proceeded on 
the false theory, that the insurance 
companies were really money-making 
corporations, and could easily stand the 
tax. 

That this theory was shared by the 
general public, became evident, when 
the companies tried to enlist public 
opinion on their side. A tax on the de- 
posits in savings banks would meet 
with overwhelming popular opposition, 
because the people would feel it direct- 
ly. consequently it has not even been 
attempted. 

There is no essential difference, how- 
ever, between such a tax and a tax on 
premiums paid for life insurance; while 
the latter is collected from the insur- 
ance company, it is paid by the policy- 
holder, when he pays his premium. This 
premium is as much a savings deposit, 
as the money he puts in the savings 
bank; but it is for the benefit of his 
helpless family after his death and 
therefore should be all the more im- 
mune from taxation. Life insurance ag- 
ents could do much, if they would, to 
educate public opinion on this point 
and thus obtain some measure of relief. 

Tax on Proceeds 

It remained however, for Congress to 
add to the State taxes on life insurance 
premiums a Federal tax, which is paid 
directly by the policyholder, when he 
pays his income tax, and a further tax 
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on life insurance companies which, al- 
though paid by such companies, actual- 
ly comes out of the policyholder. The 
latter is thus obliged to pay three sep- 
arate taxes on his life insurance. 

The United States Revenue Bill of 
1918 capped the climax, when under the 
state Tax provisions, it imposed a tax 
on the proceeds of life insurance poll- 
cies, whenever they became payable, 
thus adding a fourth tax on life insur- 
ance. 

Not one policyholder in a thousand 
realizes that under the State and Fed- 
eral laws, he is paying three taxes on 
his insurance while he carries it, and 
that his estate will have to pay a fourth 
tax when he dies. All he knows is that 
he cannot afford to take as much insur- 
ance as he really needs, on account of 
the expense. 

Raising revenue through taxing life 
insurance is both short-sighted and un- 
scientific. It violates one of the ac- 
cepted canons of taxation in that it 
tends to check the spread of thrift with- 
out getting compensatory return. Sta- 
tistics show that by far the greatest 
percentage of crime, insanity, and sick- 
ness in a community, is due to poverty, 
brought about by the sudden death of 
the breadwinner of a family. The State 
expends sums largely in excess of the 
amount received from insurance taxes, 
in caring for its paupers, criminals and 
insane. 

Insurance Reduces Pauperism 

No other institution has done so 
much to reduce pauperism, as life in- 
surance, not even savings banks; this 
is generally admitted. As an economic 
proposition, a State would better sub- 
sidize life insurance companies than tax 
them. Some States have recognized the 
truth of this statement, by attempting 
to establish State insurance. These at- 
tempts have all proved economic fail- 
ures, due to adverse self-selection and 
extravagant management. One State, 
that tried and recently abandoned State 
insurance, was at the same time, notori- 
ous for its excessive taxation of life 
insurance companies, operating under 
charters granted by it. 


While it may not be possible to in- 
duce the various States to abolish their 
premium taxes, no time should be lost 
by life insurance agents in bringing the 
pressure of public opinion to bear upon 
the next Congress, to the end that the 
Revenue Law shall be amended so as to 
remove the burdens therein imposed on 
life insurance companies and_ their 
policy holders. In order to do this effec 


tively, a knowledge of the law as it 
passed the last Congress and its full 
bearing on life insurance is indispen 


sable. There are several grounds upon 
which to urge a repeal or amendment. 
of the objectionable provisions 

For the sake of greater clarity, I shall 
separate the objectionable provisions in 
to two groups: 


Ist. Those directly taxing insurance 
companies. 

2nd. Those taxing insurance pre 
miums and policy proceeds. In both 


cases the policy holder is the one to 
suffer. 
Direct Company Taxation 
With reference to the first group, It 
will be sufficient to say that, under the 


present law, all life insurance com- 
panies, whether mutual or stock, are 
treated, for the purposes of taxation, 


substantially as money making corpora 
tions operating solely for profit, and as 
such, are subject to the corporation in- 
come and excess profits tax; in addition, 
there is a tax of 8 cents for each hun 
dred dollars of insurance issued 

This treatment was so manifestly un- 
just, that when the bill, as passed by 
the House of Representatives, reached 
the Senate, the latter body enacted an 
amendment, which differentiated life in 
surance companies from other business 
corporations for the purposes of taxa- 
tion, and thereby removed much of the 
injustice imposed by the House bill 
When, however, this amendment got 
into the Conference Committee it was 
stricken out and the original measure, 
substantially restored, finally became a 
law. The result is, that life insurance 
companies will have to pay much higher 
taxes than they would have had to, 
under the Senate amendment. The next 
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Legislation vs. 


Congress should certainly be urged to 
restore at least the Senate measure. 

Regarding the second group of objec- 
tionable provisions, they are based 
upon such a gross misconception as to 
the fundamental principles of life in- 
surance and its economic function, that 
nothing short of their complete elimina- 
tion from the law, should be satisfactory 
to the public. Taking these up seri- 
atim, they are as follows: 

“Not a Deductible Expense” 

(1). A provision of the personal in- 
come tax law, under which the Revenue 
Department holds that a premium paid 
on life insurance, is not a deductible 
expense in computing the net income 
of the insured. The alleged ground for 
such a ruling is that a premium on per- 
sonal life insurance comes under the 
express prohibition of section 215 of the 
law, which forbids the deduction of 
“personal living and family expenses.” 
So far as I can learn, this ruling has 
never been tested in court, although it 
has been in force since the Income Tax 
Law of 1913, which contained a similar 
prohibition. I believe that this ruling 
is open to serious question, since a life 
insurance premium is certainly not a 
personal or living expense; nor strictly 
speaking, can it be termed a “family 
expense.” While its ultimate purpose 
is to provide for the taxpayer's family, 
this purpose is only accomplished after 
his death has deprived them of his sup- 
port; in effect, it is a loss suffered by 
the taxpayer in order to protect his 
fomily from a much greater loss. Such 
being the case, there appears to be no 
good reason why it should be taxed. 
On the contrary, to remove all doubt, 
the law should be amended to include 
all life insurance premiums among the 
other deductible items specifically men- 
tioned therein. In order to prevent ex- 
cessive life insurance being taken out, 
by a taxpayer for the express purpose 
of reducing the amount of his taxable 
income, the law could limit the amount 
of deductible premiums to a fixed per- 
centage of the taxpayer's gross income. 
Surely the possible loss of revenue to 
the Government, resulting from this 
suggested change in the law, would be 
many times made up by the encourage- 
ment it would give to the taking out of 
adequate insurance protection by our 
citizens. Since the taxable wealth of a 
nation depends upon the earning or 
wealth producing power of its people, 
and since life insurance is designed to 
replace the loss of such productive 
power, due to death, an enlightened 
public policy would seem to dictate 
the removal by Government, whenever 
possible, of any obstacle to its free 
expansion. 

Hasty and Unwise Legislation 

Up to 1917 a premium paid on what 
is commonly called “business insurance” 
was treated as a business expense and, 
therefore, held to be allowable deduc- 
tion, in computing the taxabie income 
of a business concern. The Revenue 
law of 1917 reversed this practice and 
expressly prohibited its deduction from 
the taxable income. This was one of 
the many instances, in which Congress, 
under the excitement of war conditions 
and in response to the immediate ne- 
cessity of raising enormous revenue to 
prosecute the war, enacted hasty and 
unwise legislation. The avowed rea- 
son for this particular prohibition re- 
garding premiums on business insur- 
ance, was the belief of Congress that 
business concerns making big war 
profits, could escape the payment of a 
considerable portion of their income 
and excess profits taxes, by taking out 
heavy business insurance policies on 
the lives of their officers. Unfortunate- 
ly, grounds for this belief were fur- 
nished by the actions of certain life 
insurance agents, who advertised wide- 
ly that they had a scheme to beat the 
Government by just such means. As 





Life Insurance 


a matter of fact, this threatened mis- 
use of life insurance could have been 
easily prevented in one of several 
ways, without any such drastic and 
unjust provision as was adopted. In 
seeking to reach the crooks, Congress 
hit the honest business man. All that 
was necessary, was a pruvision to limit 
the amount of deductible premiums to 
a fixed percentage of the income, as I 
have suggested in the case of personal 
insurance, or a provision, similar to 
the one preventing excessive salaries, 
whereby the question of what was a 
reasonable allowance for the expense 
of such insurance, was left to the dis- 
cretion of the Revenue Department. 
Bona-fide Business Insurance 


When the Revenue Bill of 1918 was 
being considered in Congress, an effort 
was made to induce the committee 
having charge of its construction, to 
remedy the injustice of the 1917 law. 
It was pointed out that many business 
concerns were carrying bona fide busi- 
ness insurance, for the sole purpose of 
protecting their assets and maintaining 
their commercial credit; that others 
were paying premiums for life insur- 
ance on the lives of employees for the 
benefit of such employees’ dependents; 
that such expenses had been under- 
taken in good faith and with no 
thought of escaping payment of the 
legitimate taxes due the Government. 
The only result of these representa- 
tions, was a modification of the objec- 
tionable provision of the 1917 law, so 
as to exclude from the_ prohibition, 
premiums paid on insurance covering 
the lives of employees, when the tax- 
payer was not directly or indirectly a 
beneficiary under the policy. Although 
this modification undoubtedly allows 
the deduction of premiums paid for so- 
called “group insurance” and individual 
insurance carried by a business con- 
cern for the benefit of an employee’s 
family, it does not permit the deduc- 
tion, where the concern is carrying 
such insurance for its own benefit. 
Business insurance was just beginning 
to be recognized in the world of com- 
merce, as an essential factor of safety. 
and the setback it has received, on ac- 
count of the law, is serious. Banks and 
other financial institutions could do 
much in the way of exerting the pres- 
sure of public opinion on Congress, to 
remove this sethack. 

Definition of Gross Income 

(2) The next objectional provision is 
contained in section 213 of the income 
tax law, defining gross income, and 
specifically excluding from gross in- 
come the proceeds of life insurance, 
paid upon the death of the insured to 
individual beneficiaries, or to the es- 
tate of the insured. The objection lies 
in the implication that, since the pro- 
ceeds of life insurance policies, when 
received by other than individual ben- 
eficiaries or the insured’s estate, ara 
rot expressly excluded, such insurance 
proceeds must be included in the gross 
income of the recipient, when comput- 
ing income tax for the current year in 
which they are received. 

The Income Tax Law of 1917 con- 
tained a similar provision, but the ex- 
clusion of life insurance proceeds from 
gross income was limited to those re- 
ceived by an individual beneficiary. 
Consequently, the Revenue Department 
ruled that the proceeds of policies re- 
ceived by an estate, in excess of the 
amount of premiums paid _ thereon, 
must be included in the income of tne 
estate for the purposes of the income 
tax. Another ruling held that life in- 
surance proceeds received by a co- 
partnership or corporation, were tax- 
able under the Income and Excess 
Profits Tax Laws. 

Ignoring the fact that in no case 
could the proceeds of life insurance, 
paid on the death of the insured, be 
reasonably classed as an income to the 
recipient under a strict definition of 
the term, the Revenue Department evi- 
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The Knack of Selling—3 vols.—$1.65 


The Knack of 
Selling is the 
boiled-down — ex- 
perience of 
dreds of “star 
business winners. 
Its three handy 
volumes cover 
selling complete- 
ly. It takes you 
through the suc- 
cessive stages of 
the sale, from 
the preparation 
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how to overcome 
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the phases of selling that are vital in win- 
ning success: 

1—Mapping out the canvass 

2—Managing the interview 

3—How and when to close 
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5—Getting in to see the prospect 

6—Acquiring the art of mixing 

Every successiul man is a salesman, He 
sells his ideas, his services or his goods. 
He wins confidence, co-operation and loyalty 
through his ability to persuade and convince. 
The Knack of Selling makes it possible for 
almost every man to be possessed of real 
selling ability. 
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in additional profit. A careful reading of 
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them so. 160 pages. Illustrated. 


MAIL THE COUPON 





Can you use these books in your busi- 
ness? If so, just check and fill out the 
coupon below and send us your check 
to cover the cost. We shall see that the 
books are sent to you, all packing and 
shipping charges prepaid. 
THE EASTERN UNDERWRITER, 
105 William St., New York, WN. Y. 











The Eastern Underwriter, 105 William St., New York, N. Y. 


Please send me the books I have checked. My 


check to cover all costs is enclosed. 


How to Write Business Letters...... $1.35 
The Knack of Selling—3 vols. 


Street and 


City and State 


Name 


eee eee eee eee ee eee eee eee ee eer e ere 


No, 




















May 2, 1919 


THE EASTERN 


UNDERWRITER 








when it is most needed. 





Founded 1865 


The Provident Life and Trust 
Company of Philadelphia 


Provident policies are “seeing ahead” policies. Taken 
out now, they provide effective protection at the time 


Northwest corner Fourth and Chestnut Streets 

















THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 





SSmisiat > 
- INSURANCE COMP 


WILLIAM N. COMPTON, General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 














Preble Tucker on Life Insurance vs. Legislation 


dently based these rulings on the 
theory that the failure of Congress to 
specifically include estates, co-partner- 
ships, and corporations in the exemp- 
tion, implied an intent to exclude them 
from the benefit of such exemption. 
When the Revenue Law of 1917 ex- 
pressly prohibited the deduction of 
premiums paid on co-partnerships and 
corporations on “business insurance,” 
in computing net income for the pur- 
poses of the Income and Excess Profits 
Tax, the Revenue Department modified 
its ruling, so as to tax only life insur- 
ance proceeds, received by business 


concerns, in excess of the aggregate 
premium paid. Presumably the ground 
for this modified ruling rested on 


theory that, the premiums having al- 
ready been taxed, only the proceeds of 
the policies in excess of such premium 
payments were properly taxable. 

Omitted all Mention of Business 

Insurance 

When the House Revenue Bill of 
1918 reached the Senate, it contained a 
provision exempting from taxable in- 
come, the proceeds of life insurance 
paid to estates, as well as to individ- 
uals, but omitted all mention of the 
proceeds of “business insurance.” At 
the hearings on the proposed bill, be- 
fore the Senate Finance Committee, it 
was pointed out, that aside from the 
unwisdom, not to say injustice, of 
treating life insurance proceeds as a 
profit to the beneficiary, the Constitu- 
tionality of any such attempt was open 
to serious question. It was argued 
that the power of Congress to tax in- 
comes was limited by the language of 
the Income Tax Amendment to the 
Constitution; that proceeds of life in- 
surance policies did not come within 


the commonly accepted definition of 
the term “income,” since they were 


neither gains nor profits, but, on the 
contrary, were merely replacements of 
loss; that the United States Supreme 
Court had held that Congress had no 
power to declare anything to be in- 
come, unless it was income. 

As a result of these and other equal- 
ly potent objections, the Senate amend. 
ed the proposed law so as to specifical- 


ly exclude from the operation of the 
Income Tax, the proceeds of all life 
insurance policies, no matter to whom 
paid, and the law so amended, passed 
the Senate. Unfortunately, when the 
law got to the Conference Committee, 
the House Conferees insisted on the 
restoration of the House _ provisions, 
and the law as finally passed, con- 
tained this objectionable provision. 
Such being the case, the Revenue De- 
partment will probably feel constrained 
to maintain its former rulings as to the 
proceeds of “business insurance” poli- 
cies. and insist on such proceeds, in 
excess of premiums paid, being includ- 
ed in the taxable income of the recip- 
ient, unless either the next Congress is 
persuaded to restore the Senate pro- 
vision, or the courts shall overrule the 
Revenue Department. In order to ob- 
tain remedial action by the next Con- 
gress, life insurance men all over the 
country, should make every effort to 
secure the active support of the busi- 
ness men of their acquaintance. When 
it is remembered that under the pres- 
ent Income and Excess Profits Tax 
law, and the Revenue Department’s rul- 
ings on a similar provision, in the pre 
vious law, business concerns may have 
to pay a tax amounting to fifty per 
cent. of the proceeds of life insurance 
policies carried by them, no time ought 
to be lost in starting a campaign of 
education. 
Question of Constitutionality 


(3) The Estate Tax provisions of 
the 1918 Revenue law relating to life 
insurance are so unjustifiable as to 
arouse wonder at the astounding igno- 
rance of such members of Congress as 
voted for them. In justice to the upper 
branch of Congress, it should be stated 
that these provisions originated in the 
House of Representatives and were 
eliminated by the Senate. when they 
reached that body. Like the objection- 
able provisions of the Income Tax 
Law, they were restored by the Con- 
ference Committee on the insistence, it 
is said, of Representative Kitchin, who, 
if report speaks true, was their origi 
nator. The Senate had_ substituted 
for the Estate Tax Measure, an entire- 





ly new title, “Inheritance Tax,” in 
which all reference to life insurance 
was omitted, and the tax was imposed 
on the transfer of each beneficial in- 
terest in a decedent’s estate, instead of 
on the transfer of the estate in bulk 
In order to avoid a deadlock, which 
would have prevented the enactment of 
any Revenue Bill before the expiration 
of the 65th Congress, the Senate Con- 
ferees yielded to this insistence and 
abandoned the Senate measure entire- 


ly, thus restoring the House “Estate 
Tax” measure, with all its imperfec- 
tions, not to say absurdities. There 


should be comparatively little difficulty 
in persuading the 66th Congress to 
strike out the Estate Tax title of the 
present law, and substitute the Senate 
Inheritance Tax measure. An analysis 
of the provisions in the present law, 
affecting life insurance, discloses so 
many objectionable features, from a 
Constitutional as well as_ practical 
point of view, as to make it inconceiv- 
able that they will be allowed to re- 
main in the law., If the next Congress 
shall fail to remove them, there is little 
question that the courts will render 
them innocuous on Constitutional 
grounds. 
Power of Congress to Tax 

The provisions in question will be 
found in Sections 402, 408, and 409 of 
Title IV of the 1918 Revenue Law. Sec- 
tion 402 provides that “the value of the 
gross estate of a decedent dying after 
the passage of the act, shall be deter 
mined by including the value at the 
time of his death, of all property, real 
or personal, tangible or intangible, 
wherever situated to the extent of the 
interest therein of the decedent at the 
time of his death, which after his 
death is subject to the payment of the 
charges against his estate and the ex 


penses of its administration and is 
subject to the distribution as a part 
of his. estate.” The section then 
specifies other items to he included in 
the valuation and among them, in 
cludes the proceeds of life insurance 
policies, in the following language: 
“To the extent of the amount receiv 


able by the executor as life insurance 


taken out by the decedent on his own 
life; and to the extent of the excess 
over $40,000 of the amount receivable 
by all other beneficiaries as insurance 
under policies taken out by the deced- 
ent upon his own life.” 

In order to fully comprehend what 
follows, I would ask the reader to bear 
in mind that the power of Congress to 
tax is strictly limited by the Constitu- 
tion; unlike the State legislatures, it 
has no power to levy a direct tax, ex 
cept within the restrictions prescribed 
by the Constitution itself. These re- 
strictions are as follows: Section 9, 
of the Constitution, provides that “no 
capitation or direct tax shall be laid 
unless in proportion to the census or 
enumeration herein before directed to 
be taken.” The census or enumeration 
above referred to means that taken for 
the purpose of apportioning Congres- 
sional representatives and direct taxes 
among the States according to their 
respective population. 

Inheritance Tax an Excise Tax 

The United States Supreme Court 
has held that a direct tax on property 
levied by Congress is void, unless it is 
apportioned among the States in pro- 
portion to their population. Section 8, 
of the Constitution, provides that Con- 
gress shall have the power to lay and 
collect “duties, imports, and excises,” 
and the 16th Amendment to the Con- 
stitution empowered Congress to im- 
pose an Income Tax. The Constitu- 
tional right of Congress, therefore, to 
impose an inheritance or estate tax 
rests upon its power to lay an excise 
tax upon the transfer of property, but 


not upon property itself. This fact is 
clearly recognized in the Estate Tax 
law which states that the tax is im- 
posed upon the transfer of the net 
estate of any decedent dying after the 
passage of the act. The theory, upon 


which an inheritance tax shall be re- 
garded as an excise tax, and not a di- 
rect tax, May or may not be open to 
question, but it has been generativ 
accepted as sound by our jurists. In 
seeking to tax the proceeds of life in 
eurance receivable by beneficiaries 
other than the decedent's estate, by in- 





wide reputation. 











| The Verdict of the Great Jury. 


Your success as an underwriter depends upon the verdict brought in 
by the greatest jury in the world—the American public. 
eight years the Massachusetts Mutual has been building up a nation- 
Its friends are everywhere and are ever ready to 
testify to the faithful and efficient service that it always renders. There 
is no better company to buy from and no better company to sell for. 

Occasionally we have a General Agency opening. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 





For sixty- 














The Agents of the 
New England Mutual Life Insurance Company 


After another Year of Splendid Success, 











Face the New Responsibilities resulting from the War, 
with the Determination to give that 


Generous Service which is making Life Insurance 


A Universal Necessity 























THE EASTERN 


UNDERWRITER 





May 2, 1919 





Life Insurance 


cluding in such estate the value of 
property which never belonged to it, 
Congress is not levying an excise tax 
on the transfer of such property, but 
on the contrary, is seeking to impose a 
direct tax upon the property itself. 
While it is true that the law requires 
the executor to pay the tax upon the 
transfer of property not belonging to 
the decedent or his estate and over 
which he hag no control, he is em- 
powered by section 408 of the law to 
recover said tax from the owners of 
the property, after it has reached their 
possession. 

It will be conceded that if Congress 
has not power directly to tax this 
property in the hands of the owner, it 
certainly has no powe' to authorize an- 
other to do so. It has keen sought to 
justify this procedure, as analogous to 
an excise tax on the purchase of an 
article, where the purchaser pays the 
tax. There is, however, no analogy be- 
tween the two cases. In the case of a 
buyer and seller, there is an exchange 
or barter, upon which transaction, an 
excise tax is levied. Congress may 
prescribe which shall pay this tax, the 
purchaser for the privilege of buying, 
or the seller for the privilege of selling, 
the article in question. As a rule, the 
seller pays the tax and adds it to the 
purehase price of the article. There 
is a very clear, not to say vital, dis- 
tinction between such a case and the 
one in question; here the executor 
pays the tax on a transaction with 
which he has nothing to do and out of 
funds which are not in any way in- 
volved therein. It is tantamount to 
compelling A to pay a tax on a transac- 
tion between B and C and then em- 
powering A to recover the amount 
from B or C, as the case may be. The 
fact that A has in his hands funds, 
which he holds in trust for, or is other- 
wise accountable for to B or C, does 
not alter the situation. If Congress can 
not empower him to recover from B 
or C, it can not authorize him to re- 
imburse himself out of such funds. 
Can Executor Recover Tax From in- 

surance Company? 

The imposition of a tax usually pre- 
supposes the existence of a fund out of 
which to pay it, but this extraordinary 
law entirely ignores this principle. It 
is perfectly conceivable that a man 
carrying a large amount of insurance 
payable to his wife and family, might 
die leaving practically no estate, or 
one insufficient to cover the Estate 
Tax. Under section 402 the proceeds 
of such insurance, in excess of $40,- 
050, must be included in a valuation of 
nis taxable estate. Section 407 compels 
the Executor or Administrator to pay 
the tax based on the valuation; bu’ 
where is the money to come from? 
Presumably he must pay it out of his 
own pocket and then seek to recover it 
from tbe beneficiaries under the insur- 
ance poiicies. Let us suppose a case, 
however, in which the proceeds of such 
policies are not payable in a lump sum, 
but. on the contrary, are retained bv 
the insurance company, in trust, an‘ 
the income only paid over to the ben- 
eliciaries. Will it be maintained that 
under such circumstances, the executor 
can recover the tax from the insurance 
company? Many other examples might 
be cited to show how futile this law 
would prove in practical operation. 

Tax Not Uniform 

Another serious objection is that the 
provision seeks to impose a tax which 
is not uniform. This arises from the 
fact that, in the event that the pro- 
ceeds of policies of insurance upon the 
life of the decedent receivable by a 
beneficiary other than the executor, are 
included in the valuation of the de 
cedent’s gross estate, section 408 pro- 
vides that the executor shall be en- 
titled to recover from such beneficiary, 
such portion of the tax paid, as the 
proceeds in excess of $40,000 of such 
policies bear to the estate. Although 


vs. Legislation 


the language here is somewhat in- 
volved, the clear intent is that the 
beneliciary in question is expected to 
contribute to the tax imposed upon the 
total estate, in the same proportion as 
the proceeds of the policy received by 
such beneficiary bear to the total value 
of the estate, irrespective of whether 
or not such beneficiary has any inter- 
est in such estate. It is apparent that 
the amount of tax demanded of such 
beneficiary will not be a fixed percent- 
age upon the amount of the insurance 
received by him, but will vary accord- 
ing to the rate imposed upon the en- 
tire estate. For instance, the bene- 
ficiary under a $100,000 policy on the 
life of a decedent leaving a million dol- 
lar estate, would pay a much larger 
tax on his $100,000, than would the 
beneficiary of a $100,000 policy on the 
life of a decedent leaving only a half 
million dollar estate. 
Section 409 

Section 409 contains a provision re- 
lating to insurance, for which it is dif- 
ficult to find a reason. It provides 
that, if insurance passes under a con- 
tract executed by the decedent in 
favor of a specific beneficiary and if 
the tax in respect thereto is not paid 
when due, then the beneficiary shall be 
personally liable for such tax and such 
property, to the extent of such bene- 
ficiary’s interest under such contract 
of insurance, shall be subject to a lien 
equal to the amount of such tax. If 
this refers to life insurance, it does 
not so specify; furthermore, since a 
policy of life insurance is not a con 
tract of insurance executed by the in 
sured, it can not have reference to an 
insurance on the life of the decedent, 
whose estate is to be taxed. It may be 
intended to cover an assignment by the 
decedent of a beneficial interest in life 
insurance on the life of someone other 
than himself. If the latter hypothesis 
is correct, there would seem to be no 
good reason why such beneficial inter 
est should not be taxed as a part of 
the decedent’s estate, like any other 
property interest. However, as the 
language stands, it is not clear what 
the provision means; it should there- 
fore be revised to avoid any ambigu 
ity. 

The limitations prescribed for an 
article of this nature do not permit of 
my dealing as exhaustively as I other- 
wise should, with the numerous other 
legal and practical objections to the 
life insurance provisions of the present 
Revenue Law. I hope I have said suf- 
ficient to impress upon those engaged 
in the life insurance business, the im- 
portance of obtaining remedial action 
from Congress, when it holds its next 
session. 


CLAIMS AGAINST GERMANY 
British Secretary of Treasury Not 


Aware That Industrial Companies 
Have Submitted Such Demands 


London, April 10.—In the House of 
Commons Thomas Shaw asked the 
Secretary to the Treasury if industrial 
insurance companies have submitted 


claims against Germany for sums paid 
on policies held by the relatives of 
soldiers who have been killed; and 
whether he will see that friendly so- 
cieties and trade unions who pay fun- 
eral benefits shall receive any con- 
cession granted to insurance com- 
nanies? 

Mr. Harmsworth: “I am not aware 
that any industrial insurance com- 
panies have submitted claims against 
the German Government for sums paid 
on policies held by the relatives of sol- 
diers who have been killed. Any 
British friendly society, trade union, 


or other insurance institution can reg- 
ister claims under the Foreign Claims 
Office for losses which it has sustained 
in respect of policyholders killed by il- 
legal enemy action.” 


INSTRUCTOR TELLS EXPERIENCE 


Ideas on Depreciation, Risks of Novices 
and Dangers of Landing Shown 
By Frank Millis 


Frank Mills, who conducts an avia- 
tion school at Essington, Pa., says re- 
garding the airplane hazard: 

“IT hope the insurance people will 
wake up, as during the last four years 
IT have been in aviation I have found 
flying presents no greater hazard than 
any other occupation, such ag railroad- 
ing, mining and similar work. I have 
often thought of giving my passengers 
an insurance for the duration of their 
training and have so far flown over 
2,500 hours without any serious acci- 
dents to myself or machines. I have 
trained about a hundred men to fly dur- 
ing the war and all of them are alive 
and well but for one man who we: 
brought down abroad. 

“T am at present in control of a 
flying school at Essington where we 
use water machines only, ag I consider 
them safer and more suitable for de- 
velopment, as no landing fields are re- 


quired. The big danger in land planes 
is of the motor stopping over rough 
ground where no skill of a pilot can 
prevent the crash. Water machines, if 
kept within gliding distance of a water 
course, absolutely do away with this 
great danger which is the cause of 
most pilots’ loss of nerve. 

“At present a flying machine capable 
of carrying two people which is the 
most common type cost $8,000, hangars 
and runways will cost about $1,000 and 
the services of at least two mechanics 
at about $30 a week each besides the 
pilot. An aeroplane depreciates very 
quickly and two years is the average 
life of a machine in constant use which 
is the reason that passenger flignts 
seem expensive. I am training men at 
my school at $500 a course and I also 
carry passengers who wish to try the 
sensation at $15 for fifteen minutes. 

“I understand several insurance 
companies had the insurance of pilots 
under consideration but so far none 
have mentioned anything about the 
machines. In my estimation the prin- 
cipal risk and the most critical time of 
a pilot’s life is in the first 25 hours 
ol his work.” 
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Mohawk Cor. Franklin Street, Buffalo, N. Y. 


The Combined 
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and Accident 
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Niagara Life Insurance Co. 
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Business Insurance 
As a Credit Factor 


PICTURED IN NEWSPAPER AD 


How a Business Policy Helps With 
Banker; Publicity of Charles B. 
Rudd, Evansville, Ind. 


Under the head of “Business Insurance 
as a Credit Factor,’ Charles B. Rudd, of 
Evansville, Ind., prints this advertisement 


in the “Evansville Courier.” 


Or- 
be obtained 


Your business requires credit. 
dinarily that credit must 
without embarrassing publicity. 

This is particularly true during the 
growing period. This is when you need 
help most and find it hardest to get 
The physical assets are still small and 
the vitally moral asset of good will ha: 
yet to be created. 

Money must be had to develop the 
enterprise and it has got to come from 
the outside. The more desperate the 
need, the more vital that the need 
should not become apparent. 

The hardest experience in the opera- 
tion of any business enterprise is get 
ting it on its financial feet. Many a 
strong man has been wrecked, physi- 
cally and financially, by this difficult 
task. Many a potential great business, 
for lack of capital to launch it, has 
died aborning. 

It is within your power to get the 
desired loan and be obligated to no- 
body for “accommodation.” You can 
do it through business insurance. 

Have you ever had a banker tell you 
te believed in your proposition and 
trusted you implicitly and yet refused 


the loan you were almost pledging 
your immortal soul to get? 
This is the reason: The banker 


knows you will pay if you live. But 
what might happen to your business if 
suddenly deprived of your ability, is 
the thing that makes him hesitate. 

If you could show him at this junc 
ture a policy of business life insurance, 
with your firm name as beneficiary, 
you would get the money! 

This is, of course, in ordinary times 
There are times when you couldn't 
draw a dollar out of a bank with a 
500-ton magnet. That is when Busi 
ness Insurance will help you in another 
way. 

Your business insurance policy is 
contract with a big, resourceful, relia- 
able life insurance company. By the 
terms of that contract you can obtain 
a loan from the Company, at ordinary 
rates, when money is at a premium and 
brokers are charging what they please 
for accommodation. 

A considerable part of every business 
insurance premium you pay may, 
therefore, rightfully go on your firm’s 
books as an asset, for it is so much 
collateral or borrowing power. 
Conditions Adjusted To Your 

vidual Requirements 


The life insurance company does not 
outline an arbitrary course by which it 
will aid ‘you in matters of this kind 
Instead it accommodates its policies 
and the premiums to your needs. 

You do not have to enter into a lif 
time contract unless you wish. Term 
insurance may be arranged which will 
tide you well over the growing period 
A policy may be had which, after the 
payment of stipulated premiums, will 
turn the principal over to your busi- 
ness in the shape of an endowment. 
Another form calls for premium pay 


Indi- 


ments for a definite period and provides 
a policy good for the lifetime of th: 
insured. 

Different business conditions will 
profit best by different forms. It is the 
task of the expert in business insur 
ance to show you which will serve your 
purpose best and prove the most eco 
nomical for you to buy. 

We are consultants in this class of 
insurance. Given your business condi- 
tions and purpose which the insuranc« 
is required to serve, we will tell you 
the form of policy that will prove the 
best investment. 

A consultation of 
nothing. It involves no obligation. It 
may result in your getting a better 
credit rating, and the improvement of 
your general credit, both mercantile 
and financial. It will show you how te 
obtain the desired assistance in 
launching the new enterprise, or, at a 
critical pericd, to save the established 
business from disaster. 


this kind cost: 


BUREAU APPOINTMENTS 


John W. Barton, N. T. Dowling, G. H. 
Rennick and Dudley Cates Made 
Assistant Directors of War Risk 


Announcement has been made of the 
appointment of John W. Barton, N. T. 
Dowling and Dudley Cates as Assistant 


Directors of the Bureau of War Risk 
Insurance. 
John W. Barton of Dallas, Texas, 


served with the War Risk Section of 
the American Expeditionary Forces in 
France, with the rank of Captain. 

N. T. Dowling of New York City, as 
a Major in the Judge Advocate Gen- 
eral’s office, has been attached to the 
Bureau of War Risk Insurance in a 
legal capacity for some months. 

Dudley Cates of San Francisco, Cal., 
was formerly secretary of the Capital 
Issues Committee, and has been more 
recently head of the Allotments ane 
Allowances Division of the Bureau of 
War Risk Insurance. 

G. H. Rennick of New York City, 
formerly a Captain with the War Risk 
Section of the American Expeditionary 
Forces, was appointed an Assistant Di- 
rector of the Bureau of War Risk In 
surance some weeks ago. 


GOOD SPEAKERS IN ALBANY 


Wide Variety of Discussion in Talks at 
Capital District Life Associa- 
tion Meeting 


The monthly meeting of the Capital 
District Life Underwriters’ Association, 
held in the Hampton Hotel, Albany, 
was one of the best ever held by the 
association 

Francis M. Hugo, secretary of state, 
spoke on “Reconstruction Problems.” 

Senator Ross Graves discussed “Op 
portunities of the Life Insurance Pro 
fession.” 

Alexander Maclean, assistant actuary 
of the Massachusetts Mutual Life, read 
a splendid paper. 

W. C. Ellis, assistant to agency man- 
ager of the Home Office, Guardian Life, 
spoke on “Salesmanship.” 


Solos were rendered by Miss Ella 
Page accompanied by Miss Myrtle 
Shrall. Paul Alexander, president of 


the association, presided. 


Life of New 
$30,000,000 for 


the Home 
expect to write 


Agents of 
York 
1919. 


In three months of 1919 the New 
York agency of the Phoenix Mutual 
reached 40 per cent. of the year’s allot 
ment. 
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PENNSYLVANIA OPPORTUNITY | 


If you are interested in making a permanent connection with an old well estab- 
lished company with a progressive management and an unequalled dividend record. 
it will be to your interest to investigate our proposition. 

PERMANENT, 
Care of The Eastern Underwriter, 105 William Street, New York City 











EXPLAIN ELECTION 


Why Great Southern Elected New Vice- 
Presidents; Charles Boedeker Re- 
signed; Merger June 30 


Dallas, April 28.—The election of of 
ficers of the Great Southern Life, Dal- 
las, held in April, and after the merger 
with the International Life was an 
nounced, is explained by the fact that 
the merger is not effective until Jun 


30, and also the resignation of Vice 
President Charles Boedeker made a 
vacancy. The Company decided to 
elect two other vice-presidents, J. C 
Cameron, actuary, and Murphy W. 
Townsend. Mr. Greenwood has with- 


drawn his recent resignation from the 
Company. 

















More 
Power 
To You 


The more push there 
is behind you the more 
power you have. We 
furnish the push. This 
push is the help we 
give our men. No 
other life insurance 
company does as much 
to insure the success 
of its Field Force. Ask 
any Bankers Life man 
or write 


Bankers Life 
Company 


DES MOINES 


INSURANCE CO. 


(Purely Mutual) 
256 BROADWAY, NEW YORK 
GEORGE E. IDE, President 


“HOME LIFE 
| 


The 59 Annual Report of the \ 
Home Life Insurance Company 
shows over Four Million Dollars 
paid to policyholders in 1918, of 
which over Seven Hundred Thou- 
sand was in dividends, The in- 


fluenza pneumonia epidemic caused 
an abnormal mortality greater than 
any experienced in the Company's 
history, but notwithstanding this 
the assets show an increase of 
more than 4% and are now over 
Thirty-Six Million Dollars 


The total insurance in force was 
increased during the year 8.6% and 
is now nearly One Hundred and 
Fifty-Nine Million Dollars. 


For Agency apply to 
GEORGE W. MURRAY, 
Supt. of Agents. 

256 Broadway, New York, N. Y. 

















Build Your Own Business 


under our direct general agency contract 


Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 

JOHN F, ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 
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THE BERKSHIRE LIFE INSURANCE CO. 
OF PITTSFIELD, MASS. 

Incorporated 1851 

WYMAN, President 

A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 

Ambitious, Productive and Trustworthy Life Agents may be benefitted 

by corresponding with 
WELD, Superintendenc of Agencies 
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is located a big, vigorous, and growing in- 
stitution of Life Insurance. 


Our geographical 
render exceptional service 
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Over $180,000,000 of insurance in force. 
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LIVE HINTS FOR BUSINESS GETTERS 
Practical Suggestions to Help the Man With the Rate . , 
Book Increase His Income and General Efficiency A sk the Biggest Li fe 
10] 
Jpo 1e occasion oO The United States Auto- 
Words of a pe ore Employees a ‘Saae of yee Insurance Men In 


Comfort From Chauncey M. Depew 

a Real Sage gave out interviews 

which breathed a spirit 

of optimism and encouragement for the 

young which are worthy of reproduc- 

tion, particularly this one from the New 
York “Tribune.” 

“I do not think that Bolshevism 1s 
coming here. There are too many men 
who own their own homes, own their 
little business, or hope that their sons 
will become great property owners— 
even President of the United States— 
some day. But a revolutionary feeling 
would be bred unless some substitute 
is found for what has been the com- 
munity gathering place for the work- 
ing man in days gone by. 

“I am an optimist in every sense 
of the word. How could a man look 
at such successes -as those of Henry 
Ford, Woolworth, and scores of other 
business men, without being hopeful 
for the poor man? Of course, such 
men as Ford and Woolworth, who had 
a genius for achievement, are few and 
far between. But they had no greater 
opportunities than. all the other men 
in the country. 

“Hard knocks don’t hurt anybody. 
I have been absolutely broke’ twice 
since I grew up and I didn’t feel any 
the worse for it. My mother, wo 
was a stanch Calvinist, told me, the 
second time I was broke, that it was 
for my own good and that I should 
not complain. I didn’t complain and I 
have since found that both hard knocks 
were for my good. 

“Now here is a thought that I want 
to give to ‘The Tribune’ that we may 
be losing sight of while we are so 
busily engaged in the important task 
otf welcoming our boys back. 

“Great Britain and France have tre- 
mendous war debts, but they are going 
to pay them. There is no question 
about that. Germany will pay up and 
come out all right, too. But the 
United States, in spite of its big war 
debt, has not yet scratched the sur- 
face of its great reserve wealth. Now, 
when the great work of rebuilding, re- 
organizing and revictualing the world 
begins, after the signing of peace, the 
United States is sure to go into the 
greatest period of prosperity it ever 
has known. And in so doing it has an 
opportunity not only to help itself but 
every other nation of the entire world.” 

. * * 
H. D. Neely of Omaha, wrote 

Twenty two $5,000 20-year Equitable 

Years Society endowment policies 

After in 1899 on the life of a prom- 

inent Nebraskan. Last week 
he had the pleasure of delivering checks 
totaling $15,968.30 in settlement. When 
the applications were written, twenty 
years ago, Mr. Neely talked the matter 
over with the applicant while at lun- 
cheon, and in making the settlement 
last week, he escorted him to the iden- 
tical room, ia the same restaurant, 
visited twenty years before. 


* t om 
The Phoenix Mutual Life 
Use says in a statement to 
of agents: “There is a strong 


Dividends tendency for the policy- 
holder to take his dividend 
in cash on the first or the second policy 
anniversary, and we are, therefore, 
recommending to you a practice adopted 
by‘ the New York agency in going to 
a policyholder on such anniversaries 
and explaining to him again just how 
acceleration works, pointing out in par- 
ticular the item of compound interest 
which appears on his receipt for the 
third annual premium.” 


Given Endow- herst, Ohio, has present- 
ment Policles ed to those employees 
who have been with the 
Company five years, a Twenty-Year 
New England Mutual Life Endowment 
policy, with old-age pension provision, 
as a testimony of appreciation of their 
good work and loyalty. The premium 
is in addition to the bonus which the 
Company has been paying its em- 
ployees at the end of each year. 

The policies are payable to the ben- 
eficiaries of the insured in case of 
death, and to the insured himself at 
the end of the twentieth year, either 
in one sum or as an income for life. 
The Company will extend this benefit 
to all employees who qualify under the 
standard of service. 

The form of insurance now generally 
used for employees of corporations is a 
yearly renewable term, with no value 
or benefits except at death. The prem- 
iums are merely nominal. 

The Endowment policy is a savings 
bank deposit, which will be returned 
in full with interest to the employees. 


* . > 
“Old Policyholders’ 
Old Month” has been des- 
Policyholders’ ignated by many life 
Month insurance companies 


for the solicitation of 
present policyholders. It is an excel- 
lent idea. The Travelers says: 
“Travelers’ policyholders know the 
value of life insurance. They possess 
it. They selected the Guaranteed Low 
Cost policies generally after careful 
and comparative consideration. They 
know that the insurance that was ade- 
quate some years ago is not adequate 
today. Their pocketbooks daily re- 
mind them of the fact. They know the 
Company, and they do not have to as 
you who you are, or why you called 
Many insurance men recognize the vol 
ue of their old policyholders as pros- 
pects and have built up a most vahi- 
able and loyal clientele among men 
who remember that they have had serv- 
ice and turn naturally to the agent who 
gave it. But if you place a policy and 
then neglect your customer, what i« 
more natural than that he should feel 
that all you wanted was his insurance, 


heritance taxes. 





the Country 


If you want to find out the inesti- 
mable value to them in their work 
of the Shanbacher Research Charts 
covering the Federal and State in- 


you to sell men of means who here- 
tofore were not even approachable 
on the subject of life insurance. 

Mr. Shanbacher has completed the revision 


of his charts as effected by the new revenue 
act and they are now ready for distribution. 
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and that he did not count after you got 
it. A sustained friendly interest ac- 
complishes wonders, and an agent can 
find no better prospect than a man 
he has already insured. Let us inaug- 
urate a soliciting campaign during May 
among our old policyholders.” 
” * * 
At the recent annual mect- 
Avold ing of the general agents of 
Butsand the Pan-American Life, B. B. 
Dont’s MacFarlane told agents to 
avoid the word “But.” Elim- 
inate it, said the speaker. “Many of 
you will board the train thinking: ‘A 














“The Oldest Company in America”’ | 
| 


Issued its first Policy in 1843 


| Three leadership achievements of the Mutual Life:—The American 
Experience Table of Mortality, the corner-stone of modern life in- | 
surance. The “contribution plan” 
| most universally by American companies. The Continuous. Instal- 
| ment policy, the basic form of all Life Income contracts. 
“Mutual Life’—known in every household. Unexcelled policies 
and service, notable financial strength, co-operation with agencies. 
Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 


of surplus distribution, used al- | 




















good argument, but it does not apply to 
me.’ Or, an agent after hearing a 
large producer talk will say, ‘Fine, but 
I could never be as big a writer as he 
is,’ or, ‘I could do just as well, but I 
haven’t the territory.’ ; 

“Try also to be affirmative. Do not 
seek to progress by a series of Don’ts. 
You are liable to bring out a thought 
that has never entered the mind of the 
agent. Maintain an affirmative atti- 


tude.” 
o * * 


The Guardian Life’s 
An Object “Service” reprints this 
Lesson From from a bulletin which 
Fargo Manager J. F. Treat of 
the Fargo Agency sends 

to the members of his organization: 
“About two weeks ago a very promi- 
nent professional man here in Fargo, 
fell from the chair in his office with 
what is commonly known as a stroke. 
He is entirely paralyzed on the right 
side, his speech is gone, and it seems 
that he will, so long as he lives, be 
speechless and helpless, and he may 
live for some time. As a friend of the 
family, I have been looking over his 
affairs, particularly life insurance. He 
has a considerable amount of insur- 
ance, but in small amounts, and in a 
number of different companies. Most 
of his insurance is what we old insur- 
ance agents call ‘misfit insurance.’ The 
really good insurance he had has been 
used for loans. Heavy premiums and 
interest are due, and it will be impos- 

sible for his wife to keep it up. 


“I am writing you this to suggest to 
you what a different condition his 
family would be in now had he even a 
$10,000 policy, such as we write, with 
Waiver of Premium and Disability An- 
nuity in case of permanent, total dis- 
ability. Even supposing it was only 
for $10,000, his family would be guar- 
anteed the $10,000 certain, and there 
would be $1,200.00 income annually. 
That would go a long way towards tak- 
ing care of him,” 
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George T. Dexter Year 
(Continued from page 3) 
England field the prestige of life in- 
surance had been dimmed by the fail- 
ure of such institutions as the Charter 
Oak and the Widows & Orphans which 
had created a prejudice to overcome 
which required considerable talent and 
persuasion and ingenuity on the 
part of the agent. Then, too, the fra 
ternals were in the heyday of their 
prosperity. The fraternals, however, 
had never bothered Mr. Dexter very 
much as he knew too much about life 
insurance to feel that they could con- 
tinue solvent at the rates they were 
charging. His New England training 
made him suspicious of any proposi- 
tion which gave too much for too little. 
In his opinion, initiative, application 
and industry are three qualities, the 
possession of which will lead an agent 
to success, with the understanding of 
course that the agent is selected and 
licensed by a discreet and discriminat- 
ing office. Such selection gives the 
agent an advantage on his way to suc- 
cess, which industry and application 
will insure. Not all agents have initia- 
tive and in such cases men must be 
properly directed. The general agent 
or manager must have sufficient con- 
trol over them to keep them busy 

every day. 

The future trend of insurance, in the 
opinion of Mr. Dexter, is toward indem- 
nity which is payable to the estate in 
installments; in other words, the life 
income policy, the man who insures on 
the true insurance principle for his 
dependent family, realizmg that the 
company is the best administrator for 
the proceeds of the policy. Mr. Dexter 
is not much worried about Bolshevism 
and he thinks that in combating social- 
ism life insurance will play a leading 
part. The average man wants to be 
assured of his future. Under Bolshev- 
ism and Socialism, nothing is assur * 
and the future looks black. Mr. Dexter 
also feels that there will be a gradual 
awakening on the part of law-makers 
to an appreciation of the fact that they 
are overtaxing and improperly taxing 
life insurance companies. 


PRESUMPTION OF DEATH 





Important Decision in Sweet vs. Mod- 
ern Woodmen of the World, 
Wisconsin Court 


Madison, Wis., April 29.—In the case 
of Sweet vs. The Modern Woodmen of 
America the Wisconsin Supreme Court 
lays down a rule of vital importance 
in insurance contracts. The decision 
of the court holds that recognition will 
not be given clauses in life insurance 
contracts which attempt to override 
the legal presumption of the death of a 
person not heard from for seven years. 
The contract of the Modern Woodmen 
provided that such disappearances 
should not operate to give a claim 
against the company, unless the nat- 
ural mortality period of the policyhold- 
er, according to the American Exper- 
ience tables, had expired. In the Sweet 
case the judgment against the Wood- 
men is overturned and a new trial 
granted, but it is on another point, 
that of the discovery of new evidence 
to the effect that the policyholder may 
be still alive and a resident of Port 
Arthur, Ontario 





G. S. Nollen was elected vice-presi- 
dent of the Bankers Life Company of 
Des Moines at the recent annual meet- 
ing of its directors. He was promoted 
from the position of secretary, and G. 
W. Fowler, who has been assistant sec- 
retary of the Company for several 
years, was promoted to the position of 
secretary. 


New England Mutual’s 
Connecticut Agency 


GAINS MADE IN TEN YEARS 


Insurance in Force April 1, 1919, 
$10,856,448; Collected $395,967 in 
Premiums Last Year 


On May 1, 1909, a change was made 
in the management of the Connecticut 
Agency of the New England Mutual 
Life. At that time Glover S. Hastings 
went to the Home Office as Superin- 
tendent of Agents and Lee C. Robens 
took over the reins of the agency. 


Mr. Hastings built well a foundation 
in this state that has through the years 
supported a structure of ever-increas- 
ing volume. 

“It is my desire, after an absence of 
twenty-two months, to co-operate with 
the Connecticut Agency in paying a 
lasting tribute to the ‘founder’ and 
present ‘builder’ of the Connecticut Ag- 
ency by making the month of April, 
Founder and Builder’s Month,” says 
James B. Moody, Jr., agency superin- 
tendent, recently returned from the 
Service, in a statement to agents. “I 
believe it is highly fitting to begin now 
to lay our plans for April, keeping con- 
stantly in mind the thought that we 
will make April the biggest new busi- 
ness month in the history of the Ag- 
ency. To do so we must pay for ap- 
proximately $300,000 new business. In 
May 1917, this Agency paid for $292,500 
the agency’s banner month, as indi- 
cated by the records at this office. Then 
our country was beginning to get into 
the great World War. Today it is be- 
gining to feed, clothe and supply all 
Europe, a _ tremendous’ undertaking 
which will benefit every producer of 
needful commodities. This, added to 
the fact that the influenza epidemic is 
causing thousands to buy life insur- 
ance. The opportunity is at hand. Im- 
prove it. 

“A bit of history will prove interest- 
ing. The Connecticut Agency had in 
force December 31, 1908, $4,593,409, and 
it had in force December 31, 1918, $10,- 
559,702, while it wrote $296,746 from 
January 1, 1919 to March 1, 1919, mak- 
ing a total of $10,856,448 in force on 
April 1, 1919. In 1909 the agency col- 
lected $168,207 in premiums; last year 
it collected $395,967. 

“Thus in ten years the Connecticut 
Agency has made a gain of more than 
200 per cent. in insurance in force, a 
gain of more than 100 per cent. in poli- 
cies in force, and a gain of 130 per 
cent. in premiums collected.” 
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San Jacinto Agents’ 
Annual Meeting 


COMPANY MAKING PROGRESS 


W. G. Thompson and Frank W. Wells 
Win Gold Watches; Loving Cup 
for Lavergne Agency 


Beaumont, Tex., April 26.—A rousing 
meeting of agents of the San Jacinto 
Life was held in this city last week, 
the fifth annual convention of this com 
pany, having a 


which is remarkably 
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WRITE THE GREATEST VOLUME OF 
GUARANTEED LOW COST LIFE INSURANCE 
AND 
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THE OPPORTUNITY TO SUPPLY THESE INSURANCE 
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FIELD AND THE LARGEST INCOME, 
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good year. The addresses were of un- 
usual interest, and enthusiasm 
marked. President Hargrove said 
that the Company is progressing rapid- 
ly, and that a splendid class of risks 
are being written. 

In a 60-day contest, for which testi- 


was 


monials were awarded agents and gen- 
night, the San Ja- 
cinto has written more than a million 
the 
months’ period. The exact figures are 
$1,036,930. The testimonials were di- 
vided into three divisions on a basis of 
new business written by individual 
agents, applications taken by individual 
agents and the highest results shown 
by a general agency. 
Prize Winners 


eral agencies last 


dollars new business’ for two 


In a new business division, W. G 
Thompson of Tenaha, Texas, was 
given an engraved gold watch as lead- 
er with $106,000 written for the 60-day 
period. J. F. Gilbert of Kirbyville, was 
a close runner up with $91,130. For 
this effort Mr. Gilbert was presented 
with an alligator handbag. 

Frank W. Wells of Port Arthur, with 
the largest number of applications, was 
given an engraved gold watch. Mr 


Wells took 58 applications, an average 
of more than one daily. In this di 
vision A. Z. Goolsbee of Sour Lake was 
given an alligator handbag as_ the 
closest rival to Mr. Wells with 31 ap- 
plications. 

In the contest between the general 
agencies A. C. Lavergne, representing 
the San Jacinto at Crowley, La., is now 
custodian of a loving cup. Mr. La 
vergne’s offices led for the 60-day per- 
iod, but the loving cup is one that ro- 
tates and next year will again go to 
the most energetic general agency. 

The business of the Guardian Life 
for the first quarter of 1919 shows an 
increase of 76 per cent. 
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INSURANCE COMPANY STOCK A 
GOOD INVESTMENT 

That the future of stock company 
insurance looks bright in the financial 
district is demonstrated by the var- 
iety of interests obtaining control of 
insurance companies, or buying part of 
the stock of insurance companies. 
Tobacco companies own most of the 
stock in two of the marine companies, 
while trust companies and shipping 
and export houses are becoming more 
strongly affiliated with the fire as well 
as marine insurance as time goes on. 


GOVERNMENT INSURANCE 

After an experience of more than 
two years as a deputy and an acting 
commissioner of the marine end of the 
War Risk Bureau Wiliiam C. Rader, 
who recently resigned, has reached 
the conclusion that the government is 
in no position to compete with private 
companies nor should it do so. His 
views, which will be found elsewhere 
in this paper, and which do not refer 
to soldiers’ and sailors’ insurance, re- 
flect those of most of the men at Wash- 
ington. Government insurance of fire 
and marine business has fewer advo- 
cates at the present time than ever be- 
fore. It is at the zero point. Further- 
more, there are a great many people 
who think that government fire insur- 
ance never had a chance of being 
adopted. And, after the experience 
with Mr. Burleson in running some for- 
mer private enterprises from Washing- 
ton, it is almost a dead issue. 

BRITISH GOVERNMENT’S WAR 

RISK 

A preliminary statement of the re- 
sults of the British Government’s war 
insurance schemes, issued a few days 
ago, discloses the fact that there is, 
through the operation of these 
schemes, “something like £17,000,000 to 
the credit of the British Government.” 

The total premiums received under 
twenty-five different insurance schemes 
amounted to £197,797,800, while the 
losses were £171,462,800, leaving a bal- 
ance of £26,335,000. It is pointed out, 
however, that the profits realized on 
two Belgian schemes belong to the Bel- 
gian Government, a considerable por- 
tion of the profits made on the various 





neutral schemes are for the account 
of the French and Italian Governments, 
and the profit on a scheme of insur- 
ance for the hulls of British steamers 
in the French coal trade, amounting to 
£154,000, belong to the French Govern 
ment. These amounts reduce the total 
credit balance by about one-third, leav 
ing £17,000,000 to the credit of the 
British Government. 


By far the largest profit wi: mad 
on the scheme of war insurance on the 
hulls of British steamers. The total 


premiums in this scheme down to Feb 
ruary 28th last amounted to £78,930, 
000, against which have to be set loss 
of £62,800,000, leaving a balance of 
£16,130.000. 


LEO HART WITH AUTOMOBILE 

Leo Hart, one of the best known of 
the younger marine underwriters, ha 
resigned from the Royal’s marine de 
partment to go with the Automobile 
Insurance Company’s marine depart 
ment, effective May 1. He got his early 
training with the British & Foreign, 
going from there to the Royal. 


LOCATION OF OSBORN OFFICES 

F. H. & C. R. Osborn have divided 
their departments as follows: 

Underwriting office, ground floor of 
No. 69 Wall Street and No. 89 Beaver 
Street where certificates and policies 
will he delivered. 

Mailing department, No. 76 Beaver 
Street. 

Claims, accounting and cashier's de- 
partments, 37 Wall Street. 


WITH IMPORTERS & EXPORTERS 

Franklin E. Wolfe, for ten years 
with the Phoenix of Hartford, and 
later with the National Liberty, joined 
the Importers & Exporters on May 1 
as examiner. He was recently di: 
charged from the army. 

Manager Harold Peace, of the Guar- 
dian Life, Cleveland, recently closed a 
$100,000 case. The premium was $6,- 
266. 

Frank G. White, who has been elect- 
ed assistant secretary of the Fireman's 
Fund, was graduated from a New York 
preparatory school and then went to 
Denver where he entered the local ag- 
ency business in 1888, eleven years 
later becoming secretary of the Denver 
Insurance Company. The late presi- 
dent, Bernard Faymonville, appointed 
him special agent of the Fireman’s 
Fund. 

* +. * 

Henry H. Kohn, Phoenix Mutual Life 
manager in Albany, is a member of the 
Board of Directors of the Morris Plan 
Insurance Society which has been or- 
ganized to co-operate with the Morris 
Plan Bank in making industrial loans 
to responsible wage earners. 

* . * 

Clarence A. Krouse, well-known Phil- 
adelphia insurance agent, has _ been 
elected mayor of Stone Harbor, N. J. 
He is easily the most distinguished 
citizen of that town as will be seen 
by the fact that he is president of the 
Stone Harbor Board of Trade, chair- 
man of the Stone Harbor end of the 
Cape May County Liberty Loan Com- 
mittee’s Advisory Board, and a mem- 
ber of the Cape May County Chamber 
of Commerce. The son of an insur- 
ance man, Mr. Krouse went into insur- 
ance after experiences in lumber and 


rubber. 
o ” o 


Norman Ashley has resigned the posi 
tion of underwriter of the British Isles 
Marine & General Insurance Company, 
to which he was appointed on his resig- 
nation from the position of underwriter 
of the British & South African Insur- 
ance Company last year. 
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NORRIS H. BOKUM 


JOHN H. DINGLE 


Norris H. Bokum and John H. Dingle, who have been appointed general 
agents of the Massachusetts Mutual Life in Chicago, were successful producers 
of life insurance when agents. Mr. Dingle is a graduate of Dartmouth College, 
where he played on the ‘varsity football and basket ball teams. His first insur- 
ance experience was in Baltimore, where he represented the Mutual Benefit. 
From there he went with the Massachusetts Mutual. Mr. Bokum has been both 


an é 


Samuel L. Martin, assistant treasurer 
of the Merchants & Shippers Insurance 
Company, has just returned from a trip 
to Japan where he went for the War 
Trade Board, Washington, in connec- 
tion with export and import matters. 
Mr. Martin is one of the best known 
figures in the municipal life of this 
city, although a young man, and spent 
elght years with the Gaynor and 
Mitchel administrations. He was _ priv- 
ate secretary to George McAneny when 
the latter was president of the Board of 
Aldermen, and he later became execu- 
tive secretary to Mayor Jonn Purroy 
Mitchel. 

- * o 

J. P. Pryor is a resident agent of the 
Fireman’s Fund at Monterey, Call. 
When the war broke out he turned his 
business over to his wife and she has 
managed it creditably while he and his 
three sons put on the uniform. He was 
sworn in as lieutenant, being sent to 
the Naval Training Station at San 
Pedro, Cal Of his three sons, one, 
Captain John Porter Pryor, U. S. A,, 
died in France of wounds on October 
24th last. The eldest son, Commander 
Kr. D. Pryor, served as executive on 
the U.S. S. Raleigh and had some excit- 
ing experiences with submarines in 
African waters before he returned to 
America to become instructor at An- 
napolis. The youngest son, Thomas Au- 
brey Pryor, entered the army as a pri- 
vate and was sent to Camp Bowie, in 
Texas. He recently underwent a serious 
operation at El Paso. Captain John 
Porter Pryor, who went to Annapolis 
from Texas in 1908 and left the Naval 
Academy in 1911, was appointed second 
lieutenant in the army in January, 1917, 
after studying at the Officers’ School, 
Leavenworth, Kans. He was assigned 
to the 18th Infantry at Fort Douglas 
and served on the border till June, 
1917, when he went to France with the 
first American troops and served in 
historic engagements. 

o * + 

George Chappel, manager of the 
Royal, has sailed for England. He 
made the trip over here for the sole 
purpose of appointing a manager for 
the New York department of the 
Royal. 

ik * * 

Hugh Hince is editor of the Connec- 

ticut Mutual’s new Company paper. 


igent and a broker, and has been successful ever since he started in insurance. 


Luther B. Little, manager of the pub- 
lication department of the Metropolitan 
Life, was brought up in New Hamp- 
shire. Recently he told a story at a 
W.S.S. meeting—a thrift story which is 
a classic and for the truth of which he 
yvouches. When a baby his grandfather 
gave him a sheep. Way back many, 
many years ago, the proceeds of the 
sale of the wool from this sheep and 
the proceeds from a lamb which also 
hecame his property were depcsited in 
«a New Hampshire Bank, about 1862, in 
a bank book taken out in his name. 

A little later another small sum was 
deposited to hig name, and he never 
touched the book until last year when 
he used part of it to buy a Liberty 
Bond. 

On the same day he had withdrawn 
from the bank a sufficient amount tec 
purchase and pay for the house which 
his grandfather had built on the land 
which was marched upon by his great 
grandfather on his way to Bennington 
and which was occupied by the sheep 
from whose back came the wool which 
produced the original deposit. 

+ = +. 

Heyward Irving, junior member of L. 
M. Irving Insurance Agency, Malone, 
N. Y., is expected back from overseas 
this month. He is with the First Anti- 
Aircraft MachineGun Battalion, and is 
of the fourth generation of the Irving 
family to engage in the insurance busi- 
ness, his great-grandfather having been 
secretary of the Niagara, his grand- 
father vice-president of the Orient, and 
his father, L. M. Irving, has been an 
insurance man for twenty years. The 
L. M. Irving Agency will move to the 
Howard Block, Malone. 


* * * 


Thomas Briggs, of the Philadelphia 


agency of the Provident Life & Trust, 


has completed thirty-eight years of 
service with that Company. He was 
teaching in the Bucks County, Penn- 
sylvania, when he joined the Phila- 
delphia agency of the company. While 
still a part-time agent he wrote a $10,- 
000 case. For many years he did a 
large business in the coal country and 
oil region. 
* ¢ « 

Frank Crittenden, Hanover, may suc- 
ceed Ralph Potter as manager of the 
state association. 
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Queen and Travelers 
on Aeroplane Cover 


AERO PROTECTIVE CO’S PLANS 


Payne and Richardson Company Has 
Four Famous Aviation Experts 
As Inspectors 


The new Aero Protective Company, 
Inc., news of the incorporation and op- 
eration of which was exclusively pub 
lished in The Eastern Underwriter 
last week, has opened offices in Atlan- 
tic City, and has covered a number of 
risks at the aeroplane exhibition which 
opens there this week. One of the 
subjects to be discussed at the Atlantic 
City show is “Need for Broader Atti- 
tude Regarding Insurance for Aircraft 
and Aviators.” 

Crack Aviators in Insurance Outfit 

It is announced that the president of 
the Aero Protective Company is 
Charles H. Payne, a member of the 
firm of Payne & Richardson; and that 
J. W. Moore Richardson, also of the 
firm, is his associate. Mr. Payne was 
an ensign in naval aviation, and Mr. 
Richardson was first lieutenant in the 
infantry. The Aero Protective Asso- 
ciation has four inspectors, all of them 
aero experts. They are as follows: 
Granville A. Pollock, president of the 
Aircraft Advertising Agency, Inc., who 
was a captain in the service, and a 
member of the famous Lafayette Esca 
drille. By profession he is an aero- 
nautical engineer. 

S. Herbert Mapes, vice-president of 
the Aircraft Advertising Agency, Inc., 
is another air service captain. He is 
well known as an automobile racer, a 
exhibitor of saddle horses and a win- 
ner of Horse Show Blue Ribbons. 

Reed Gresham Landis, son of Judge 
Kenesaw W. Landis, was a major in 
the American Air Service, and was 
second ranking American ace, with 
twelve air victories to his credit. 

William Menkel also served as a 
captain in the air service, and wa 
commanding officer of the aviation re 
pair depot at the Speedway, Indian- 
apolis. Previous to entering the serv- 
ice Captain Menkel was for fifteen 
years associated with the American 
Review of Reviews. 

Companies Behind the Cover 


Mr. Payne said to The Eastern Un- 
derwriter this week that the Aero Pro- 
tective Association will be more of a 


fire underwriting agency and_ that 
Payne & Richardson will be a life 
compensation, collision and property 


damage aeroplane insurance agency. 

The Queen will cover the fire end of 
their policies; the Travelers the other 
lines. 


Neat Salvage Work 
in Jarvis Stores Loss 


$90,000 RECOVERED IN STORE 


Remarkable Exhibit in View of Speed 


Which Fire Spread; Many 
Claimants 
Whenever there is big loss in a 


large 
which 


warehouse there are always a 


difficult 
arise because of the complicated own 


number of questions 


erships and other questions which 
come up needing individual treatment 

In the ca the most in 
teresting of that of the 
Jarvis Stores, City, it is now 
announced that the company will re 
cover more than $90,000 salvage from 
Store No. 2 alone. This loss, which oc 
curred in March, 1918, was unusually 
large. Fire insurance was $4,409,000 
The sound value under adjustment wa 
$2,601,000. The estimated insurance 
loss is $2,042,000. 

Claims numbering were reported 
to the loss committee of the New York 
Board of Fire Underwriters. The situa 
tion was further involved by the fact 
that there were five different locations, 
four warehouses and a yard; and ther: 
were the questions of splitting up the 
commodities, of ownership both in 
sured and uninsured, and adjustmepts 
by location. 

The fire burned so rapidly that there 
was only time to remove commodities 
nearest the street, consisting largely of 
tobacco and oil cake used for cattle 
food. The companies decided to handle 
the salvage, and a special committee 
was appointed. consisting of A. EH 
Clongh, W. R. Pitcher 
son, FE. W. Wile, A. R. Thomason and 
E. D. LaTourette. Despite the size of 
the loss and the few things carried to 
the street, the salvage included nail 
wire, wire rods, sheets, caustic soda 
coils of wire, wax in drums, hides, tin 
plates, non-edible scrap iron, 
bricks, sheet zine, candle pitch, graph 
ite, boiler tubes and tobacco. 


e of one of 
these losses, 


Jersey 


997 
237 


cocoa, 


L. M. PLOTKIN WITH AGENCY 


Svea Eastern Examiner Resigns To 
Become Manager to Schiller 
in Hoboken, N. J. 


Leonard M. Plotkin, who has been 
with the Svea for the past thirteen 
years, will leave on May 5 to go with 
the Schiller Agency, in Hoboken, as 
manager. Mr. Plotkin had charge of a 
large section of the Eastern field 
chief examiner for the Svea. 


Ceorge R. Bran- 
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INSURANCE COMPANY 
OF HARTFORD, CONN. 
{ MORGAN G. BULKELEY, President 
CASH CAPITAL 
$2,000,000.00 
ASSETS 
$9,2 16,200.73 
LIABILITIES, EXCEPT CAPITAL 
$5.38 2,334.00 
SURPLUS TO POLIC YHOLDERS 
$3,833,866.73 
LINES WRITTEN 
FIRE MARINE WAR RISK 
TORNADO WIND STORM MAIL PACKAGE 
RENTS LIGHTNING TOURIST BAGGAGE 
PROFITS EXPLOSION SPRINKLER LEAKAGE 
HULLS COMMISSIONS USE AND OCCUPANCY 
CARGOES AUTOMOBILES INLAND MARINE 
FLOATERS LEASEHOLD INLAND TRANSPORTATION 
REGISTERED MAIL 
Affiliated with 
AETNA LIFE INSURANCE CO. 
JETNA CASUALTY & SURETY CO. 
ROYAL EXAMINERS NORWICH UNION GOSSIP 
W. A. Brusseler Handling Western Mr. Sketch, of Home Office, Makes 


New York; F. W. Guterback, East- 
ern New York 


Two Visits to John B. Laidlaw, 
Canadian Manager 


W. A. Brusseler, formerly with the There has been considerable gossip 
Fireman's of Newark, is now an ex- on the Street over the fact that Assist 
aminer of the Royal for Western New ant Manager Sketch, of the Norwich 
York. Union, who arrived in thi country 

F. W. Guterback, who has been with several weeks ago, on two occasions 
the Royal for eight years, has been visited the Canadian department, of 
promoted examiner for Eastern New which John B. Laidlaw, Toronto. is 
York. manager 

R. G. Ganner, examiner in the West Mr. Laidlaw is one of the active fig 
ern New York field, has been tran ures in Canadian underwriting, has a 
mace to the Suburban Field by th splendid record, and is president of the 

Pi OCW Canadian Automobile Under 

NEWARK’S AUTO MANAGER wr tes A oci ition Mr Laidlaw re 
cently paid a visit to New York J 

George A. Bernard is the new auto Montgomery and William Hare are 
mobile manager of the Newark Fire f managers of the Norwich Union in this 

uf ountry 


He was formerly with the Queen 








NIAGARA 


Fire Insurance Company 
ESTABLISHED 1850 


123 William Street, NEW YORK 


LEWIS & GENDAR, INC. 
NEW YORK CITY AGENTS 
Commonwealth Insurance Co. of New York 
New Jersey Insurance Co. of Newark 


ONE LIBERTY STREET, NEW YORK CITY 


Telephones: John 63-64-65 


BROOKLYN AND SUBURBAN AGENCY 


Northern Asse, Co., Ltd., of Eng. Firemen’s Ins. Co. of New Jersey 
Commonwealth Ins. Co. of N. Y. Globe & Rutgers Ine. of N. Y. 
United British Ins. Co., Ltd. of Le or 
Ne Jerse In Co. of New Jer 
Detroit Ff. & M. Ins. Co. of Mich 
Employers’ Lia. ». Corp. of London 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Ma 


n 6370-6371-6372 
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BROKERS ACTIVITIES 





BOOK STOCKS 


Apt to Sustain Heavy Losses, Says 
Representative of Royal; Small 
Chance for Salvage 
A recent loss in New York City on 
book stocks reminds a writer in the 
new bulletin published by the Royal 
Insurance Company that this class of 
stock is apt to sustain a heavy loss. 
The adjustment report reads in part 

as follows: 


Stock Value Loss 
OS eee eT ee $27,313 $14,185 
Wixtures .ccccces 2,363 880 


In the one section where there was 
a value of approximately $14,500 the 
books were practically a total loss, and 

the remainder, for the most part, had 
been subjected to the action of exces- 
sive heat and dense smoke. In many 
cases the cost of rebinding would have 
represented practically as much as the 
claimed value. The Royal’s represen- 
tative says that not much chance for 
salvage can be found in these condi- 
tions. Where the value of stocks is 
largely paper, either printed or un- 
printed, bound or unbound, there can- 
not be much salvage. 

eee 
Traction Line Competition 

There is a sharp competition between 
the stock companies and mutuals over 
traction lines. 

eS €.. 
Cc. S. Brewster Makes Change 

Charles S. Brewster has resigned 
from Brewster & Co. and is now with 
Stanford, Simmonds & Co., 55 Liberty 
Street, New York. He is handling 
marine insurance matters. 

* > . 
Says He Can Control a Lot of Auto- 
mobile Business 

Carl A. Luhrs, writing on stationery 
of the Press Club of San Francisco, has 
written the following letter to The 
Eastern Underwriter: 

“It has occurred to me to. ask you 
if you know of any company that is 
represented in California and writing 
automobile insurance that would like 
to make a general agency arrangement 
for their automobile insurance. 

“Some of the fire companies writing 
automobile insurance are not making 
a very active campaign for this branch 
of insurance. I would be willing to co 
operate with their fire agency plant in 
the appointment of automobile agents 
and at the same time any appointments 
that I may make I will notify them so 
they can have their field men try to 
appoint them as fire agents. I can get 
the necessary backing. I have in mind 
forming an organization that will 
produce at least $50,000 in new busi- 
ness for the first twelve months. I ex- 
pect to have with me a financier who 
will handle automobile contract of sale 
paper. I know of one agency I can get 
that will produce over $12,000 a year in 
premiums. 

“I realize that it will be almost im- 
possible to get a general agency for 
the State of California alone so I will 
consider a general agency for the Pa- 
cific Coast. I would like to represent a 


BRITISH AMERICA 


ASSURANCE CO. 


Incorporated 1833 
Toronto, Canada 


Fire, Explosion—Riots, Civil 
Commotions and Strikes 


Statement, January 1, 1919 

Ph ad .cdiecbedinedusumenkedsnel $2,462,182.24 
RE ditidovoucmarinemakada _1,645,684.41 
Surplus in United States...... 816,497.83 
Total losses paid in United 

States from 1874 to 18, 

NE a unnddcsvivesenreees $26,197,532.58 

W. B. MEIKLE, Pres. & Gen. Mgr. 











company that now has about $15,000 of 
automobile premiums on their books. 
Two companies with this amount of 
premium income would be most wel- 
come on account of large lines whereby 
I can reinsure in each respective com- 
pany.” 

* 28 6 


J. Gillis Keator Here 


J. Gillis Keator, - Rainnie & Keator, 
Ltd., Halifax, N. S., insurance brokers, 
is in the city. 

+ * a 
Joins F. R. Cruikshank & Co. 

Frank S. Scoville, formerly with the 
United States Construction Company, 
which instals automatic sprinklers, has 
gone with F. R. Cruikshank & Co. as a 
solicitor in connection with automatic 
sprinklers and insurance contracts. 

~ + * 

Will Help Secure Additional Lines 

In an article in the Hartford Fire 
Insurance Company’s publication H. C. 
Youmans, special agent of the Hart- 
ford, says in part: 

“It is desirable to emphasize the fact 
that if a local agent will furnish the 
brokerage department with a list of 
authorizations for other companies 
which he represents, when writing pol- 
icies ordered by the brokerage depart- 
ment ,the Hartford will endeavor (and 
it has been very successful in so doing) 
to secure additional lines so that the 
entire capacity of an agent’s office may 
be used on a line for which an order 
is sent. The very fact that the Hart- 
ford has procured some business should 
be assurance that it is in touch with 
the brokers controlling the line, and in 
most cases it is a simple matter to 
ask for additional lines for the local 
agent, and if additional business could 
not be obtained at the time, the au- 
thorization would be noted and _ solic- 
ited when the broker expected to have 
more liability to provide for.” 

o . o 


No Insurance in Excess of Amount of 
Mortgage 

After adjusting claims in the recent 
forest fires of Minnesota, Special Ag- 
ent Louis Law, of the Fireman’s Fund, 
said he was surprised to notice that 
in case of mortgaged property rarely 
was there any insurance in excess of 
the amount of the mortgage. 


NEW BOSTON AGENCY 

H. E. Burns, Joseph Weinberg and 
Joseph Beal have formed the firm of 
Weinberg & Beal, 15 Central Street, 
Boston, and will represent the Ohio 
Farmers. This is a development in the 
dissolution of the co-partnership of 
Burns, Morrison & Co., Boston. M. L. 
Morrison & Co., at 4 Liberty Square, 
will represent the Abeille of Paris, 
Rhode Island Underwriters and Du- 
quesne Underwriters. 


NEW YORK STATE DEPARTMENT 


HUMBOLDT/FIRE OF PA. JEUTONIA FIRE OF PA. 
GEORGIA HOME OF GA. 


_ CAPITAL FIRE OF N. H. 
PERCY B. DUTTON, Manager, “ROCHESTER 




















SCHAEFER & SHEVLIN- 


GENERAL AGENTS New York, N. Y. 
FIRE and AUTOMOBILE INSURANCE 


Phones John 1167, 1168 


100 William Street 


Excellent Facilities for Handling Suburban Business 

















Authorized Capital $500,000 


Brtrnit National Hire 














SJusuranue Co. 


DETROIT, MICHIGAN 
A Company to be built gradually and along the indicated 


lines of permanence 


AGENCY CONNECTIONS SOLICITED 























Just : 
“Insurance | | THE HANOVER 
Man”— FIRE INSURANCE COMPANY 


the open sesame Incorporated 1652 


te every courtesy 


within our power. The real strength of an insurance com- 


pany is in the conservatism of its man- 
acement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 

and $2.00 FRED. * HUBBARD, Vice-President 

; S. JARVIS, Secretary 

Private bath $2.50 WILLIAM MORRISON, Asst. Sec’y 
and 


3.00 HOME OFFICE 


BREVOO RT Hotel Hanover Bldg., 34 Pine St. 


Insurance Headquarters NEW YORK 
MADISON ST.—East of LaSalle BOWER & CATH, General 
a CHICAGO Metropolitan District eae 
AGREE &. ADAGE, Gory & Ep. 100 WILLIAM STREET, NEW YORK 








Room with de- 
tached bath $1.50 


























Ss. C. BISHOP CO. 


AGENTS FOR 208 Broad Street, 
NEW JERSEY Elizabeth, N. J. 


Phone, 447 John——588 Elizabeth 


Renresented at 
95 William Street, 























ADEQUATE | CLARENCE A. KROUSE E- CO. SATISFACTION 
FACILITIES LOCAL AND GENERAL AGENTS SERVICE 
ALL LINES 325 WALNUT STREET PHILADELPHIA, PA. ALL LINES 


PHILADELPHIA 














PENNSYLVANIA 


NEW JERSEY 








307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 











EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS 


Lines Bound Throughout United States, Canada, Cuba and Mexico. 





Home Office: 68 William Street 
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Insurance Society 
_ Nominates Clough 


ANNUAL MEETING THIS MONTH 


New York Board’s Loss Committee’s 
Secretary Named for President 
of Local Body 


Allen E. Clough, secretary of the 
Loss Committee of the New York 
Board of Fire Underwriters, has been 
nominated for the presidency of the 
Fire Insurance Society of New York, 
which will have its annual meeting on 
May 20. On the same night will be the 
annual banquet of the Society, which 
will be one of the largest attended af- 
fairs in the history of the Society, from 
all indications. 

Mr. Clough’s Career 

Mr. Clough, who has had a long and 
distinguished career in fire insurance, 
and is acknowledged to be one of the 
greatest of living adjusters, began his 
career in a local agency office in Kala- 
mazoo, Mich., from where he went to 
Chicago to be a junior clerk in the 
Western Department of the Northern of 
London. His first work was on classi- 
fication. After some time in the office 
he went into the field as a special ag- 
ent, in the next few years covering 
states from Michigan to the Rockies. 
He was called into the Western De- 
partment, becoming chief clerk. 

From the Northern he went with the 
London Assurance as special agent in 
Michigan and Indiana. At the time of 
the San Francisco conflagration Mr. 
Clough was transferred to San Fran- 
cisco to join the adjusting staff of the 
London. Among other London Assur- 
ance men there were two Home Office 
men, and Mr. Clough attracted favor- 
able attention not only in their estima- 
tion but in that, also, of Charles Ly- 
man Case, United States Manager, with 
the result that he was brought to New 
York where he was made general ad- 
juster and head of the improved risk 
and sprinkler department. 

His abilities manifested in the per- 
formance of his duties with the Lon- 
don, and his diplomacy in coping with 
difficult situations, became generally 
recognized with the result that he was 
offered the position of Secretary of the 
Loss Committee of the New York Board 
of Fire Underwriters. This was in 
July, 1910, and he has remained there 
ever since, winning new friends and 
performing his duties most capably. 

To Mr. Clough the insurance frater 
nity is indebted for arranging the most 
valuable course of lectures that has 
ever been given in fire insurance, viz: 
the series on loss adjustments held 
under the auspices of the Insurance So- 
ciety of New York. This course was 
started with an address by Mr. Clough 
on “The True Purpose of the Loss 
Settlement,” and other speakers in the 
course who followed included Willis O. 
Robb, Frederick B. Campbell, George 
R. Branson, Robert J. Fox, Edgar J. Na- 


than, Frank Sowers, Hartwell Cabell, 
Samuel R. Weed, William B. Ellison, 
W. J. Nichols, Leo Levy, W. H. Van 
Benschoten, Frederick T. Case, F. O. 
Affeld, Jr.. W. J. Greer, James A. Mc- 
Kenna, Edward L. Lewis, Don Brown, 
and William R. Pitcher. 


RENT INSURANCE 


Agents Not Writing Much, But Bro- 
kers See Good Prospects in 
This Sideline 


In connection with the rent situation 
in this section of the country, it is in- 
teresting to note its effect on rental 
insurance. Many brokers see a decid- 
ed increase in this class, and contem- 
plate taking steps to secure more. Ag- 
ents, however, generally do not seem 
to grasp the value and importance of 
this business, and are making no 
strong effort to get it. An agent will 
devote all his ‘energy to securing the 
ii.surance on building, and overlook the 
rental end of it. Important among the 
reasons for the present rent situation 
is the prohibitive cost of building and 
building materials. Little building has 
been done during the war and the ef- 
fect of it is now being felt. It is the 
duty of any trustee, or guardian of an 
estate, to have rental insurance on the 
property. A case on the Street is re- 
ported where a landlord, after boosting 
his rents, decided to do without rent 
insurance, figuring that the increase 
would take care of the risk he ran of 
losing by a fire. It is fortunate for the 
companies that this peculiar mental 
attitude is not common. 


SPECIALS’ FIELD DAY 
The Albany Field Club held its regu- 


lar monthly meeting and dinner at 
State Street Keelers on April 25th. 
The meeting was especially well at- 


tended and it is very evident that the 
members have much interest in fhe 
work the club is doing. Plans for the 
annual field day were discussed and 
arrangements are now in process for 
the outing which undoubtedly will take 
place on June 14th at Saratoga Lake 
where the usual dinner, baseball game 
and other sports will be a part of the 
program. The meeting was addressed 
by E. J. Hollister, manager of the fire 
insurance department of the Bradstreet 
Company. The address was verv in- 
teresting and was thoroughly enjoyed 
by all in attendance. After the next 
meeting in May, there will be no fur- 
ther meetings of the club until fall as 
it is not customary to hold meetings 
during the summer season. 





D’AMICO WITH BOLAND 
Charles J. D’Amico, formerly with 
the Hamburg-Bremen and at present 
with the North British & Mercantile, is 
to go with the Boland general agency 
of the Seneca Insurance Co. Mr. D’Am- 
ico is at present examiner for Wiscon- 
sin at the North British, and will be 
an inspector and examiner for the 

Seneca, in the local department. 
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Make Your 
Victory Notes 


Carry on the strain of Freedom 
first sounded 143° years ago 
Continental 
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Soldier 





THE CONTINENTAL 


INSURANCE COMPANY 


Cash Capital, Ten Million Dollars 


DEPT.: 

W. E. Baldwin, 

17 St. John Street, 
MONTREAL 


Manager 
Insurance 


| CANADIAN 











Exchange 
SAIN FPRANCISCO 


HOME OFFICE: 80 MAIDEN LANE, NEW YORK 


HENRY President 
WESTERN DEPT.: 
J. ‘R. Wilbur, Secretary 
332 South LaSalle St., 
CHICAGO 


EVANS, 


PAQOIFIC COAST DEPT. : 


Bldg., 











GOVERNOR A FIRE AGENT 
William E. Heald, of Stafford Springs, 
Conn., Holds Lofty Position 
For Just One Day 


Connecticut had an insurance agent 
for Governor last week Friday when 
Senator William H. Heald of Stafford 
Springs, president pro tempore of the 
state senate, took that place in the 
absence of the Governor and Lieuten- 
ant-Governor, who were in Boston at- 
tending the official reception to the 
26th Division. At his call was the en- 
tire State Guard. He was captain-gen- 
eral of it. His term of office occupied 
but one day but he deported himself 
with fitting dignity. In business life 
Senator Heald is one of the live fire 
insurance agents in Northeastern Con- 
necticut. 





GIVES HISTORY OF F. I. A. 

At the twenty-ninth annual meeting 
of the Factory Insurance Association, 
held at the Biltmore, Charles G. Smith, 
former manager of the association, 
gave a review and history of the asso- 
ciation since its conception. During 
the course of his remarks he described 
how a building was built and equipped 
with sprinklers to demonstrate their 
work. This building was filled with 
machinery, which was covered with 
cotton and oil and then fired. A crowd 
of interested spectators saw the 
sprinklers extinguish the fire. 


EVANIER LEAVES NIAGARA 


Irving Evanier, Ohio examiner for 
the Niagara, has resigned, and is going 
to his former home in Hartford. Be- 
fore joining the Niagara forces, Mr. 
Evanier was with the Phoenix of Hart 








San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 


Surplus’ - - - - - 
Losses Paid by Chicago Fire, 1871 
Losses Paid by Boston Fire, 1872 
Losses Paid by Baltimore Fire, 
1904 - . - - - 











U. S. Cash Assets, Dec. 31, 1918 $17,083,985.30 


Liverpool 


4,880,795.09 
3,239,491.00 
1,427,290.00 


1,051,543.00 





——— 





ano London 
amo Globe 
Insurance Zo. 


CIMICED 








Over $160,000,000.00 


Losses Paid in the United States 


HUGH R. LOUDON, Manager 
J. B. KREMER, Deputy Manager 
T. A. WEED, Agency Superintendent | 


ford at its home office. 











NEW YORK OFFICE 
80 William Street 
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Royal Issues Paper 
For Agency Force: 


MOFFAT EDITING PUBLICATION 
Articles on Special Hazards, Question 
and Answer Box, Special Agents’ 


Column and Personals 


The Royal is the latest company to 
ue a little newspaper for its agent 
There are now several of tiese publi 
cations, including those issued by the 
Ha-tford. Continental, Insurance Com 

pany of North America and Home 
The newest arrival is called the 


‘Royal Bulletin,” and its editor ‘s J. W 
Meffat: assistant editor, A. W. Kargoll. 
The Jast bulletin contains the news or 
the new appointments at the Royal; a 
farewell tribute te Cecil F. Shallero 
forme manager of the New York De- 
partment; articles on underwriting 
aluminum bronze powder works, insur 
ance rates, sprinkler faifures, a special 
agents’ column, and a question box. 
In the question box the queries asked 
follow 

“What is celluloid composed of eand 
why is it so inflammable?” 

“What constitutes a chattel mort 
gage and what are its undesirable 
features?” 

“What is a short rate cancellation 
and pro-rata? How do they differ?” 

The article in the special agents’ 
column is signed by H. 8S. Visscher, 
Rochester, N. Y., and is a talk on 
ervice. 

The new publication is bright and 
readable, and poetry is not neglected 
as there are two bits of verse in it 


VICTORY LOAN RALLY 
The City Insurance Club will hold a 
Victory Loan Rally on Wednesday 
noon, May 7. at the corner of Maiden 
Lane and William Street. Prominent 
men will speak, and if the similar meet- 
ing which was held for the last Loan 
can be taken as a criterion a large 
amount will be collected. Up to date 
the club has received subscriptions 
amounting to $115,650 and expects to 
get at least a similar amount at the 
rally. Among the large subscriptions 
received were $50,000 from the Amer- 
ican Equitable, City of New York $25.,- 
000, the New York Lloyd’s $10,000, $5,- 
000 from the William Kenzel Agency, 

and $3,500 from J. S. Blume & Co. 


STATE RATER A SPECIAL 

Charles M: Park, whohas had super- 
vision of fire insurance rates in Wis 
consin since the taking effect of the 
rate regulation law, has resigned his 
position as chief rater in the insurance 
department to accept .the position of 
Wisconsin state agent of the London 
Assurance Corporation of England 
succeeding the late Will. S. Loudon, of 
Minneapolis. Mr. Park will make 
Madison his headquarters. His resig- 
nation takes effect May 15 if his suc- 
cessor is named by that time. 
Warren M. Kimball & Co. To Continue 

Warren M. Kimball & Company have 
not .merged their entire interests in 
Kimball, Geery & Guthrie, Ine., but 
will continue their surplus line and 
brokers’ and agents’ service as here 
tofore 


PEEKSKILL RATES 


Chamber of Commerce Decides To In- 
vite Underwriters To Come and 
Discuss Insurance Cost 


After a discussion of fire insurance 
rates by the Board of Directors of the 
Chamber of Commerce, Peekskill, N. 
Y., it was decided to hold a_ public 
meeting at which heads of New York 
State fire insurance companies will be 
asked to deliver addresses. 

One of the talks made last week be- 
fore the Chamber’s board of directors 
was by T. Frederick Lee, insurance 
agent, White Plains. 


JAMES BEATTY DIES; LONG ILL 
James Beatty, who was well known 
in insurance circles in New York, died 
last Monday, after an illness of seven 
months. Mr. Beatty was an examiner 
for the Central Department of the 
North British & Mercantile, having 
been formerly employed in the same 
capacity for the J. S. Frelinghuysen 
Agency 

At the time of his death Mr. Beatty 
wus twenty-five years old, and had 
been in the insurance business for 
even years. 


HEADQUARTERS IN ROCHESTER 

A. E. Church has been appointed 
special agent of the National Union in 
Western New York, with headquarters 
in Rochester. He was formerly with 
the Sun and the Insurance Company of 
the State of Pennsylvania. 


CYRUS D. HENRY DEAD 
Cyrus D. Henry, for many years en- 
gaged in the insurance business in 
Canandaigua, is dead. 


Importers & Exporters’ 
Fire Insurance Plans 


(Continued from page 1) 


Massachusetts, New Jersey, Maryland, 

Ohio, Illinois, Connecticut, Indiana, 

Michigan, Wisconsin and North Caro- 

lina. More states will be entered later. 
It Will be an Agency Company 

The fire underwriter, Mr. Knox, be- 
longs to a family which is dis- 
tinguished in fire insurance, his father 
being the officer of one company, and 
his brothers, special agents of insur- 
ance companies. For some years Mr. 
Knox was superintendent of agents of 
the Peoples National and, later, was 
special agent of the Atlas. He stands 
well with the fire insurance fraternity. 

The Trans-Marine 

For the time being the fire offices 
will be located in the building owned 
by the Importers & Exporters, but later 
offices will be opened farther up Wil- 
liam Street in the fire insurance dis- 
trict. 

The Trans-Marine Underwriting Ag- 
ency, Inec., of which Jesse Spier is 
president, and M. L. Heide, vice-presi- 
dent and treasurer, will act as under- 
writer for the Importers & Exporters. 
Beginning with the first of May, the 
Trans-Marine ceased writing for the 
Washington Marine, but reinsurance 
arrangements have been made by the 
Importers & Exporters with several 
companies, including the Washington 
which will provide ample facilities. 








United States Branch 
92 William Street, New York 
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Royal Exchange Assurance 


LONDON; ENGLAND 


RICHARD D. HARVEY 


United States Manager 








“The. Leading FIRE INSURANCE Co. of America” 
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WM. B. CLARK, President 


One Hundred Years of Service 
Losses Paid over $174.000.000 
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| VALUABLE TO ANY AGENCY : 
WHY? oa, 


No overhead Writing. Attractive advertis ng matier for agents. 
Helpful suggestions from Field Force and Home Office. Up-to-date 
supplies, excellent in quality aud appearance. Satisfactory line 


— 


> (e 





facilities. Safe and dependable protection. Prompt and equitable 
adjusiments. Cash Capital, $1,000,000. Policy Holders’ Surplus, | 
$1,824,414, Assets, $5,274,000. Writes Fire, Windstorm, Explosion, | 


Riot and Civil Commotion, Rent, Profits, Leasehold, Use and Occu- 
pancy, Sprinkler Leakage and Marine Insurance. Displays a sincere. 
spirit of co-operation and renders real support. Extends a general 
service that more than satisfies. Several. thousand agents are en- 
joying these advantages.” 
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Rader Standard Oil 
Insurance Manager 


FORMERLY WITH GOVERNMENT 





War Risk Bureau Commissioner Says 
Government Insurance Cannot Com- 
pete With Private Companies 





William C. Rader has resigned as 
acting commissioner of the marine and 
seamen’s division of the Bureau of War 
Risk Insurance to go with the Standard 
Oil Co. (N. J.), in charge of its insur- 
ance department. Before going with 
the War Risk Bureau Mr. Rader was 
in the financial district in New York. 

Mr. Rader told a representative of 
The Eastern Underwriter that there 
are no advocates of government insur- 
ance in Washington so far as he knew, 
and, he left the Bureau firmly con- 
vinced that there are a great many rea- 
sons why the government cannot and 
should not compete with the private 
companies. His remarks, of course, did 
not refer in any way to soldiers’ and 
sailors’ insurance, but to property risk. 
Among the reasons why the govern- 
ment cannot compete with the private 
companies on property and marine risk 
he cited red tape, difficulty of getting 
competent men at the salary which the 
government is willing to pay, politics, 
and overworking of departmental 
heads. He added that in his opinion 
it is not the function of the govern- 
ment to transact a commercial bus?- 
ness and to be in competition with 
private enterprise, except in an emerg- 
ency, such as that of war. 

Mr. Rader gave The Eastern Under- 
writer some interesting information 
about the taking over of the coastwise 
steamship insurance from the Railroad 


Administration. He said that the Rail- 
road Administration suddenly found it- 
self facing the payment of a $1,500,000 
loss. The Railroad Administration 
thereupon arranged with the War Risk 
Bureau to assume these risks for a 
month, the insurance amounting to 
more than $117,000,000. He added that 
the largest individual risk carried by 
the War Risk Bureau was for $8,500,- 
000, and the largest individual loss was 
$4,467,000. He also said that except 
for a period of a few months the priv- 
ate company rates were lower than the 
Government’s rates. 


DORLAND BRANCH MOVES 
The New York Branch Office of the 
I. V. Dorland Agency, Arlington, N. J., 
will move to 92 William Street, on the 
first of May. Their present office will 
be occupied by the Suburban Fire In- 
surance Exchange. 


FOLLOWING THE FLAG 


The Home has appointed an agency 
in the Virgin Islands, formerly Danish 
West Indies. 





J.S. French on An 
Agent’s Duty to Clients 


INTERESTS MUST BE PROTECTED 


Cites Case of Safeguarding Mort- 
gagee’s Equity; First Hand Knowl- 
edge of Property Insured 





In an article on the responsibility of 
the insurance agent Assistant Secre- 
tary John S. French, of the Fireman’s 
Fund, tells of an agent who recently 
drew a banker’s attention to the ad- 
vantages afforded by the simple mort- 
gage clause required to safeguard the 
mortgagee’s interest. The agent volun- 
teered his services in attaching the 
clause to all the bank’s policies. Only 
a short time after the incident a prop- 
erty on which the bank had a loan was 


burned by the owner, who was caught 
and convicted, the loss, however, being 
promptly paid to the mortgagee, as are- 
sult of the mortgage clause. The agent 
had performed his duty; and the mort- 
gagee, realizing that the bank’s inter- 
est had been conserved, promptly di- 
rected that all of its insurance interests 
thereafter should be turned over to the 
agent. 

“It is obvious that the agent assumes 
a stewardship in his business that is 
scarcely manifested in other lines,” 
writes Mr. French. “It is his duty to 
acquire first hand knowledge of the 
property insured and of all the exist- 
ing conditions, in order that he may 
prepare the policy satisfactorily and 
intelligently. He must be versed in the 
technique of his business, so that if 
called upon he can impart to the policy 
holder information relative to the con- 
ditions and clauses of the contract. 

“The purchaser of any merchandise 
commodity may realize the merit and 
value of the article quickly by its use; 
but it remains for the policyholder to 
realize the merit and value of his pol 
icy contract at the time of the loss. 

“The care and precaution exercised 
by the agent in handling the policy- 
holder’s interest will save him embar- 
rassment at the time of the loss, and 
also prevent strife between the policy- 
holder and the company. = 

PLANT IN NEW ZEALAND 

Howard P. Moore, assistant secre- 
tary of the Home of New York, who 
arrived in the Philippines this week, 
cabled from New Zealand that he had 
made six agency appointments there 
and one in Australia. 





“‘STRONG AS THE STRONGEST”’ 


The Northern Assurance Go, 


(LTD., OF LONDON) 
Organized 1836 
Entered United States 1876 
Losses Paid - - - $109,000,000 
Losses Paid in U. S. $40,000,000 
Eastern and Southern Departments 


55 JOHN STREET 
NEW YORK CITY 











H. TRIMBLE, President 
EDWARD HEER, Vice-Pres. & Secy. 





THE SUPERIOR FIRE INSURANCE Co. 
Conservative -- Sound -- Progressive 
Statement January 1, 1918 


- . ASSETS 
DONE - ccc tccnabeneteneccoubad 50,505.65 | 
nae i. ry Lo Pee AS An ees $ 300,000.00 
i  yeewenntrenernens 103,540.90 | Unadjusted Losses ............. 93,290.82 
— in Ofice and Banks...... Se |) RESCEIE oincscccscescccecnesceees 1,024,694.02 
- | 694, 
rem Ba Goneeleemmmnmnanane we || | Other Liabilities ..........000 28,500.00 
Agents’ Balances ........ssc000e 180,375. 54 | | Net Surplus ........sessseeeeees 304,131.20 
Collateral Loans ..........s000. 32,643.75 | 

Re-insurance Losses Due From 

Other Companies ............. 858.52 | 

$1,750,616.04 $1,750,616.04 
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55 John Street New York City 














AUT TUT 









nen 
ITUITIUN 


INULIN UHL 


New Jersey Insurance Co. 


Capital: Head Office: 


One Million Dollars 40 Clinton St., NEWARK, N. J. 


C. P. STEWART, President J. B. GUTHRIE, Secretary 
GRESHAM ENNIS, Vice-Pres. F. L. BROKAW, Treasurer 


WESTERN DEPT.: Insurance Exchange Bldg., Chicago, Ill, H.H. INGALLS, Mgr. 
PACIFIC COAST DEPT.: Mills Bldg., San Francisco, Cal.,W.W. AL VERSON, Mer. 


BuINUNNMUNLUUTINNUNULOLLLA AUN 








Firemen’s Insurance Co., Newark, N. J. 


January 1, 1919 
0 nn cnn SRA ba eee AA $1,250,000.00 
ee eer $2,246,144.00 
SURPLUS TO POLICYHOLDERS. $3,496,144.00 


DANIEL H. DUNHAM, President 
JOHN KAY, Vice-President and Treasurer A. H. HASSINGER, Secretary 
NEAL BASSETT, Vice-President J. K. MELDRUM, Assistant Secretary 














LINES SOLICITED AND BOUND THROUGHOUT UNITED STATES 


AND CUBA 


E. F. FLINDELL 
INSURANCE 


1 LIBERTY STREET Telephone John 2612 


LOCAL OFFICES 


BROOKLYN, N.Y. 
153 Remsen St. 
Tel. 2504 Main 





NEW YORK 


NEWARK, N. J. 
9-15 Clinton St. 
Tel. 614 Mulberry 


JERSEY CITY, N. J. 
Montgomery St. 
Tel. 216 Montgomery 








Caledonian Insurance Co. of Scotland 


OLDEST SCOTTISH INSURANCE OFFICE” 
UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
CHAS. H. POST, U.S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr. 
NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New 
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Rossia Insurance Company 
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How Insurance Supervision 


Has Grown 


in New York State 


By CHARLES MAAR, in “State Service”’ 


New York was fortunate in the des- 
ignation of the first superintendent of 
insurance, William Barnes, Senior, a 
young attorney who had won attention 
by work as the examiner of several 
banks and fire companies. Strongly en- 
dorsed by the board of underwriters of 
New York City, on January 12, 1860, he 
entered upon the duties of the new 
office created by an act of April 15, 
1859—just sixty years ago. 

Mr. Barnes called to his aid as first 
deputy James W. Husted of Westches- 
ter county, who later served several 
years in the assembly, was speaker in 


DEVELOPMENT OF INSURANCE, 


into five principal lines and the mis- 
cellaneous or casualty line embraces a 
variety of risks—-personal accident and 
health, fidelity and surety’ bonds, 
steam boiler, credit, employers’ liabil- 
ity, plate glass, burglary and theft, vehi- 
cle, property damage, live stock and 
workmen’s compensation. Several new 
divisions have also been added to fire 
and life insurance, and many fire cor- 
porations carry hail and windstorm, 
sprinkler leakage, tourists’ baggage, 
registered mail, motor vehicle and ex- 
plosion risks. 
702 Companies 
The total of 203 companies author- 


Y 
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shock of loss, wherever it falls, is in- 
stantly so widely distributed by the de- 
vice of insurance that it can be a dis- 
aster to no one that has placed his af- 
fairs under its protection. At the same 
time, be it well noted, every loss, in 
particular by fire, destroys absolutely 
economic value which insurance may 
indemnify or replace, but cannot re- 
store; hence a careless or wilful loss 
is an imposition and may bea crime if 
saddled on others through the use of 
insurance. 


SHALLCROSS ON LONG TRIP 


While on Coast New Pacific Coast 
Manager Will Be Appointed; 
Sinclair With Him 


Cecil F. Shalleross, United States 
manager of the North British & Mer- 
cantile, is on a tour of the country 
which will extend to the Pacific Coast, 


AS SHOWN BY THE BUSINESS OF COMPANIES AUTHORIZED IN NEW YORK AT THE 


TotaL Income | ToraL DispursemMents 


NUMBER OF AMOUNT OF INSURANCE IN Assets 

Companies . Force 

———_ CLASSES. OF BUSINESS $e Se ee, ee 
ses0l 1917 1859 1917 1859 1917 








| 1859 | 1917 




















141 198 | 1. Fire — Joint-stock..........|$1,498,569 ,128/$72, 189,999, 897|$52,4 | 
28 53 eee 87,310,911) 5,906,546,568) 5,119,034) 54,646,621 
Re 17 Lloyds... . . s dakaele ae hada Creare 4 % eer eS ee 
167 Co-operalive.........Jeccccesccceces 567, 516, Fas ku dusidsaae | 12344 ,564).... 
41, 585, 880, 039 $79, 068, 866, 652 $5 57, 603 ,498 ace 
42° | 122 | 2. Marine and inland...... 481 50 000, 000 $3, 226, 417, 931 20, 932 ,067; $80, 877, 947/313 ,730,438 
17} 38 | 3. Life—Oldline........... | 
Re 72 Fraternal........ Pe Sy PEN - 6,442 ,032,422)........... 206,805,027)... 
22 PIL « cidvies bupEesacvaeaeneed 96, 803, ae 4° 194/489 Sows 
~ $149, 309, 75 52 $29, 758, 313, 191 $26, 465, 
77 | 4. Casualty, fide’ _. surety, | 
credit, etc. cesncea ress ncadenekes $6,644, 429,557] .,......... 282 ,016,853).... 
ee ee et ee Cen Saar errr $114 ,387,793].... 
203 702 
(28)] (76) 























* Includes 14 marine companies and 28 fire companies. 


1886, and was ene a  valtent Republican 
leader under the sobriquet “the bald 
eagle of Westchester.” One of the first 
clerks was Matthew H. Robertson, who 
later became chief clerk and second 
deputy, remaining with the department 
until his death in 1914. 


Barnes Ten Years in Office 


Supérintendent Barnes’ task was a 
heavy one but he proved himself a 
master in organization and soon made 
himself an expert in insurance science 
and practice. The department speedily 
became authoritative on insurance 
questions and commanded the support 
of the profession and the public. Its 
repute also went abroad and brought 
correspondence with the leading actu- 
aries of Great Britain and the conti- 
nent. Mr. Barnes was continued in of- 
fice for ten years and made an impress 
on American insurance’ supervision 
that still abides. He saw with clear 
vision the large things that lay in the 
future and the immense part insur- 
ance was to play in human advance- 
ment, and happily lived to see his an- 
ticipations realized, even beyond the 
fiftieth anniversary of the establish- 
ment of the New York department. It 
is due to him in a large measure that 
the New York department hag always 
been recognized as the greatest super- 
visory department of the country. To- 
day its annual report in five volumes is 
the accepted authority for insurance 
statistics in both Europe and America. 


The table sets in comparison some of 
Mr. Barnes’ first compilations of the 
business of insurance transacted by 
companies authorized in New York, 
with the same items gathered from the 
last department reports issued by the 
present superintendent, Jesse _ S. 
Phillips. 

The original three lines of fire, ma- 
rine and life insurance have developed 





313,087 


$5,678,599, 953| $5,497,313 $1,201,250,600, $2,777,808 $851 ,314,075 
ie a cadens cna | : é 


t Includes 46 marine companies and 76 fire companies. 


34, ol $842,081 ,466)$26,040,177| $472,416, oe $17,891,448 $458 048,709 
272 41,437, 


910 254,148! 33,933,478 





125,596) $501 376,161 


i { 
$156, 752,821) $9,446,293) $91,423,781 





$149, 809 752 $23,219, 477, 1701826, 465, 955 $5, 467, 600, 437 $5, 497, 313/$1,095,403,388| $2,777,808'$761,284, 266 


103, 122/276 sees --| 87,446,243 


2, 794,920)........0. | 2.583566 





et $190, 702,140 


$12,413,727|...........] $12,575,815 


t Estimated. 
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ized in 1859 has grown to 702 and is 
increasing yearly. 


In less than sixty years the amount 
of fire protection increased from some- 
thing over one and one-half billions to 
nearly eighty billions of dollars; ma- 
rine, from one hundred and fifty mil- 
lions to over three billions; life, from 
one hundred and fifty millions to near- 
ly thirty billions; the more than six 
and one-half billions of casualty protec- 
tion is entirely new, while the amount 
of insurance in force under title and 
mortgage guaranty cannot be shown. 


Likewise the assets of fire corpora- 
tions grew from less than fifty-eight 
millions to nearly nine hundred and 
ten millions; marine, from less than 
twenty-one to nearly eighty-one mil- 
lions; life, from twenty-six and one- 
half millions to over five and one-half 
billions; while the new lines—casualty 
and guaranty—have the accumulations 
stated. 


Total Disbursements 


The total disbursements for fire lines 
rose from eighteen millions to over five 
hundred millions; marine, from nine 
and one-half to over ninety millions; 
life, from two and three-fourths to 
over eight hundred and fifty millions; 
and the new lines are as stated. 

The total income from fire lines rose 
from twenty-six millions to over five 
hundred and twenty-five millions; ma- 
rine from less than fourteen to nearly 
one hundred and fifty-seven millions; 
life, from five and one-half millions to 
one billion and the new lines are as 
stated. 


Insurance does not create wealth; 
but is essentially a co-operative service 
for the distribution of iosses, so that 
neither human relations nor business af- 
fairs shall be utterly overborne by un- 
timely death or sudden disaster. 


The 


visiting North British offices and 
North British offices and agencies. 

While on the Coast a Pacific Coast 
manager will be appointed. Since the 
death of Associate General Agent Wil- 
liam S. Berdan, the department has 
been in charge of Associate General 
Agent R. W. Osborn. With Mr. Shall- 
cross is L. Sinclair, foreign fire man- 
ager. 


HOFFMAN WITH BUXTON 
Milton Hoffman, who recently was 
discharged from the Navy after four- 
teen months’ service, is now with Her- 
bert Buxton as underwriter. 











General Insurance Agents 


Surplus Lines Accepted Up to 


$500,000 


Represent 
Eighteen Companies 


411-13 WALNUT ST. 
PHIUA., PA. 














HORATIO BARBER MANAGER 


Underwriter For New Aviation Insur- 
ance Association; Committee of 
Five To Controt Its Business 


London, April 15.—“The Aviation In- 
surance Association” consists of un- 
derwriting members of Lloyd’s, the 
Eagle, Star and British Dominions In- 
surance Company, Ltd., and the Excess 
Insurance Company, Ltd. The _ busi- 
ness will be controlled by a committee 
of five, consisting of Messrs. W. C. 
Campbell, J. E. Duder, and George 
Simmons (all of Lloyd’s), Sir Edward 
M. Mountain (chairman of the Eagle, 
Star and British Dominions Insurance 
Company, Ltd.), and Mr. Cuthbert E. 
Heath (of Lloyd’s and chairman of the 
Excess Insurance Company, Ltd.). 

The committee have appointed as 
manager Mr. Horatio Barber, A.F.Ae.S., 
F.R.G.S., and offices have been opened 
at No. 1 Royal Ruchange Avenue, E.C. 


ROYAL’S NEWARK BRANCH MOVES 

The branch office of the Royal Insur- 
ance Co. at Newark, has moved from 
40 Clinton St., to 41 on the same 
street. It now occupies space in the 
office of the Newark Insurance Co., its 
former office being used as the local 
department of the New Jersey Fire In- 
surance Co. 

Open Newark Office 

T. M. Ten Broeck & Co., 95 William 
Street, have opened an office in New- 
ark. 





FIRE, LIGHTNING, SPRINKLER 


FRANK & DUBOIS, 
Manager. FRANK B. 
New York Life Insurance & Trust Co., 


METROPOLAEAN $3 sssersscvecessce Willard 
PACIFIC COAST  ,..ccccccccccccce McClure 
CAROLINA-VIRGINIA .......... llarry R. 
SOUTHEAST ERIN sescovecicccccce Dargan & 
LA. Gt PERRO SE civcvscncvee lames B 


THE YORKSHIR 


AND EXPLOSION INSURANCE 
U. S. BRANCH, 80 Maiden Lane, New York 
United States Managers. 


DEPARTMENT 


INSURANCE CO., LTD. 
OF YORK, ENGLAND 
Established 1824 


LEAKAGE, AUTOMOBILE, RIOT 


ERNEST B. BOYD, Underwriting 
MARTIN, Asst. Manager. 

U. S. Trustee, No. 52 Wall St., New York 
MANAGERS: 


= Brown & Ce ucccces New York, N. Y 
DUNE . debnsdedicnbikanneen San Francisco, Cal. 
DOD | onstavndessiemanabed Greensboro, N. C 
Turner ,..ccccceccccccces Atlanta, Ga. 
ena New Orleans, La. 
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HENRY J. HOUGE, J. H. VREELAND 
Assistant Secretaries 
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A Broad Underwriting Service to Agents 
Writes Fire, Automobile, Rent, Sprinkler Leakage, Tornado, Use and Occupancy, Explosion, etc. 
Works in Harmony with American Agency Principles and Practices 
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MARINE DEPARTMENT 














Outlook for Profit in Marine 
Underwriting in the United 
States Not Very Promising 


Sufficient time has elapsed since the 
signing of the armistice, to give ma- 
rine underwriters an idea as to what 
they may expect in premium income 
during peace times over war times, to 
show conclusively that the premium in- 
come for the first three months of the 
year 1919 is materially smaller than 
the premium written for the same per- 
iod of the preceding year, and the re- 
duction in premium income brought no 
decrease in losses. In fact, losses, both 
marine and war, for the first three 
months of this year have been ma- 
terially larger than for the same period 
of the preceding year, in addition to 
which numerous particular average and 
theft claims are now being presented 
for the years 1916, 1917 and 1918 ma- 
rine underwriting which runs up to 
considerable figures. 

Tendency To Reduce Rates 

In view of the unfortunate exper- 
ience for the first three months of this 
year, there does not seem to be any 
inclination on the part of any one of- 
fice or group of marine underwriting 
offices to increase marine rates and im- 


prove conditions. If anything, there 
seems to be an inclination (in spite of 
the heavy losses which have been re- 
ported for the present year, as well as 
the heavy particular average and theft 
claims which are now coming in to 
marine offices on previous years’ writ- 
ing, in order to keep up the premium 
income to some resemblance of the 
war period’s writing) to reduce rates 
give more favorable conditions and ac- 
cept any and all classes of vessels for 
voyages which some of them are 
absolutely unfit to undertake. 


Although a number of companies en- 
gaged in the business of marine ingur- 
ance apparently fear the results in 
store for them, they do not seem to be 
able to get the proper executive talent 
to handle this highly technical class of 
business. Another six months of ma- 
rine underwriting, such as hag been 
practiced during the period of the late 
war and up to the present time, will 
produce such unfavorable results that 
it can be said without any reservation 
that not less than 50 per cent. of the 


additional facilities which have been 








produced in consequence of the war in 
this city, will be compelled to retire on 
the experience shown with such under- 
writing or come to the one conclusion 
only, that the business of marine in- 
surance is not a class to undertake for 
a company that desires to show a 
profit, unless under the guidance of the 
most expert and conservative manage- 
ment. 
Look for Heavy Claims on Wooden 
Vessels 


The number of wooden vessels which 
were built by the Emergency Fleet 
Corporation which are now engaged in 
trans-Atlantic trade, judging from the 
record of this class of vessel while en- 
gaged on coast-wise voyages, will pro- 
duce some very heavy claims, both in 
total losses as well as particular aver- 
age claims, especially as they are en- 
gaged to carry very valuable and high- 
ly perishable cargoes which have to be 


insured subject to particular average 
conditions. 

This statement is fully justifiable as 
evidence in the case of the wooden 
steamer “Cawker,” which was recently 
built at Pascagoula, Miss., by the 
Dierks & Blodgett Shipbuilding Co. 


This vessel undertook to carry a val- 
uable cargo of coffee which was loaded 
at Haiti, originally destined to New 
Orleans, from where she was ordered 
to France with said cargo without un- 
loading the same. The “Cawker” has 
just been reported as arriving at Ber- 
muda, leaking. 

If a vessel of this type cannot safely 
carry such a light cargo as coffee in 
bags without getting in trouble before 


she gets out of Southern waters this 
season of the year, what can be ex- 
pected from her or vessels of a similar 
type if they are called upon to carry 
a heavier cargo and called to the test 
of meeting the extremely heavy weéa- 
ther which a vessel encounters in the 
tnglish Channel and the North Sea, 
even in mid-summer season? 
The “Fraternite” and “Beatty” 

The wooden auxiliary schooner Fra- 
ternite, which has been built for the 
French Government at Tacoma, Wash., 
by the Foundation Co., is also reported 
ashore at Bermuda with a very val- 
uable cargo of flour and other general 
merchandise and will undoubtedly 
prove a total loss. 

The wooden steamer “Beatty,” while 
on a voyage from Norfolk to the west 
coast of South America with a full 
cargo of coal, is reported abandoned at 
sea on fire. 

In addition to which a number of 
other Emergency Fleet vessels have 
been reported recently arriving at the 


States with damages to perishable 
cargoes. 
Inasmuch as it is contemplated to 


sell all of the wooden vessels built by 
the Emergency Fleet Corporation to be 
engaged in any and all trades for 
which they can find employment, un- 
derwriters writing this class of busi- 
ness will find that in the near future 
some very valuable information and 
loss ratios are in store for them. 

In view of the numerous losses re- 
ported and the basis upon which the 
business is written, unless the next six 
months run practically clear of losses 
there is little likelihood of the business 
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showing a profit to t underwriter 


and, therefore, the outlook for thi 
class of busine is not very promising 
and unless there j t material reduc 


] 


tion in the lo ratios for the balance 
of this year over the marine under 
writing year of 1918, there is 
arrived at, that the 
1919 ha 
all the earmarks of being one of the 


only one 
conclusion to be 
marine underwriting year of 
most unprofitable years in thi, class of 


business 


OBSERVER... 


WASHINGTON MARINE 


Increases Capital and Surplus’ To 
$600,000; Charter Amended; 
Plans of Company 


The Washington Marine, the presi 
dent of which is Ery Kehaya, has in 
creased its capital and 
$600,000, and amended its charter to 
write fire, 


surplus. to 


kindred 
lines. On the board of directors are 


automobile and 


some of the leading tobacco capitalist 
of the country. 
The Washington 
Company will underwrite through the 
management of the Under 
writing Agency, a corporation recently 


Marine Insurance 


Oceanic 


formed, and composed largely of the 
former personne! of the Trans-Marin 
Underwriting Agency. The officers of 
the Oceanic Agency 
Inc., are Richard PD. Jones, president 
and general manager; Lyman B. Whit 
aker, vice-president; Harry L. Rodgers 
treasurer; E. W. Murray, secretary. 

The Oceanic Underwriting Agency, 
Inc., will open for the transaction of 
business on May 15th, at its temporary 
location No. 47-49 Beaver Street, while 
No. 51 Beaver Street, which will be 
known as the Washington Marine In- 
surance Building, is being altered and 
equipped as the permanent home of 
the Company. 


Underwriting 


LOWN MADE UNDERWRITER 


Returns to New York After Two 
Years in Philadelphia 


W. Leslie Lown has been appointed 
marine underwriter for the Merchant 
& Shippers Insurance Company of New 
York, which begins business May 1, at 
51 Wall Street, in connection with Ma 
ther & Company. Mr. Lown was for- 
merly connected with F. Herman & Co 
and also with Appleton & Cox, Lut for 
the past two years he has been the 
underwriter for the Automobile Insur 
ance Company, Philadelphia While 
Mather & Company’s home office is in 
Philadelphia, New York will be the 
headquarters of the Merchants & Ship- 
pers. 


BRITISH WAR RISK DATA 


How Rates Went Up and Down—Gov- 
ernment Satisfied With Results— 
Outstanding Liabilities 


The preliminary statement issued by 
Var Risks In- 
surance Office is interesting, says “Fair 
Play.” From the point of view of un- 
derwriters, the result shows how un- 


the British Government 


fortunate the decision of the Govern 
ment was to retain the flat rate of 
premium fixed in accordance with the 
scheme formulated by the Huth Jack 
son Committee for so long. The first 
rate charged on 5th August, 1914, was 
5 gs. per cent., and this rate was grad- 
ually reduced to the minimum of 1 per 
cent. on 3lst December, 1914. With the 
development of the submarine cam- 
paign early in 1917, the rate was grad- 
ually advanced until, on 7th March, 
1918, the rate stood once more at 5 gs. 
per cent. It was then decided to vary 
the rate of premium according to the 
voyage or trade, and the scheme also 
covered shipments of cargo in neutral 
steamers and in British sailing vessels. 
From the period from 5th August, 1914, 
to 7th March, 1918, the premiums re- 
ceived were approximately £48,500,000, 
and the claims paid and the estimate 
for outstanding liabilities amounted in 
all to £59,500,000, which results in a 
probable loss of about £11,000,000. From 
Sth March, 1918, to 3lst October, 1918, 
the premiums were approximately £11,- 
500,000, while the claims paid and the 
estimate for outstanding liabilities 
amount to £8,000,000, leaving a prob 
able profit of £3,500,000 over the eight 
months. 

There is no doubt that if the flat 
rate had been abandoned sooner, the 
Government War Risks Office would 
have made a handsome profit on cargo 
instead of a heavy loss, continues 
“Wair Play.” During the long period 
between Ist January, 1915, and 3lst 
January, 1918, when the minimum of 
one guinea was charged, there was an 
enormous amount of business done on 
routes where the danger was nominal, 
or practically nominal, at rates very 
considerably under 1 per cent., and in 
which the Government had no business 
offered at all. The result was that 
they got all the business of a hazardous 
character at 1 per cent., while the mar 
ket secured the best-paying cargo 
Taken as a whole, however, the Govern- 
ment appear to have done exceedingly 
well over their various schemes. There 
were about 25 different schemes alto 
gether, the premiums on which were 
£197,797,800, and losses £171,462,800, 
leaving a balance of £26,335,000. Part 
of this profit, of course, will have to be 
shared with other nations, but there i: 
no doubt that the result is of a very 
satisfactory character. The premiums 
received on account of aircraft and 
bombardment insurances was £13,610.- 
000, while the claims paid and outstand- 
ing are £2,970,000, leaving a balance of 
over £10,000,000. 
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Embezzlement Not 
Under Fire Cover 


AUTOMOBILE RULING ON COAST 


Insurance Commissioner, Washington, 


Says Company’s Charter Must 
Contain Provision for Fidelity 
Insurance 


Washington has held that no fire in- 
surance company can cover embezzle- 
ment unless its charter contains a pro- 
vision for “fidelity insurance.” This is 
one result of a position taken by T. H. 
Williams, underwriting manager of the 
Pacific States Fire, and author of 
“Automobile Losses,” who has claimed 
‘that no fire insurance company has a 
right to make this cover under an 
automobile policy. 

T. H. Williams Discusses Question 

In discussing “embezzlement” in his 
interesting little book Mr. Williams 
says: 

“It has happened that the purchaser 
of the car, after making a payment, 
has run away with the car and the 
dealer has mace a claim for the bal- 
ance of the purchase price under the 
theft clause in the policy. 

“The question which naturally arises 
is, can a man steal that which was 
turned over to him peacefully and in 
which he interest? 
The law says that he must take the 
property without the knowledge or con- 
sent of the owner and the intent to 
steal must also be apparent. It cannot 
be said that the purchaser obtained 
the car without the consent of the 
dealer for he was given full possession 
of it. It would, therefore, seem that 
the purchaser could not commit theft 
within the meaning of the code. He 
has, however, committed a “breach of 
trust,” for he promised to either pay 
the balance due on the car or forfeit 
his possession of it, and the offense 
would be embezzlement, the taking of 
property voluntarily intrusted to him 
for which he agreed to do certain 
things. 

Never Intended To Be Covered 

“Embezzlement is not covered under 
the policy and it never ws intended 
that it should be or it wonld have been 
incorporated in the contract. A policy 
is not a guarantee that a certain debt 
will be paid, nor is an insurance com- 
pany a collection agency. If theft and 
embezzlement could be considered 
synonymous terms then a claim for 
theft would be vslid; but, the defini- 
‘fon in the code is so clear tnai it can- 
not be misunderstood 

“In the case of People v. O'Hvien; 
Cal. App. 641, it was held that tbe 
essential elements of embezz!ement are 
the fiduciary relations arising where 
one intrusts property to another and 
the fraudulent appropriation of the 
property by the latter. One of the 
most essential elements in the offense 
of embezzlement is the intent to em- 
bezzle, and it must b2 shown that the 
property was taken withn that intent.’ 

Mr. Williams’ book, “Automobile 
Losses,” was published by the “Pacific 
Underwriter,” San Francisco. 


has an insurable 


McGOWAN WITH U. S. F. & G. 
John P. McGowan will handle 
automobile business of the New York 
office of the United States F. & G. He 
was formerly with the Royal Indemnity. 


the 








F. & D. on Good And 
Bad Fidelity Risks 


DISCUSSION OF UNDERWRITING 


Salesmen Employed on Commission 
Basis Unfavorable Class; Debtor 
and Creditor Relationships 


The Fidelity & Deposic in an article 
published in its “Fidelity Journal,” lays 
down principles guiding the Company 
in fidelity underwriting. Several in 
teresting points made follow: 

“Regarding a salesman who is em 
ployed on a commission basis,—our 
experience with bonds written on this 
class of applicants has been generally 
unfavorable, and for that reason we 
are wary of accepting such business 
although will do so covering appli- 
cants who are financially responsible 
in addition to their bearing a good 
moral reputation. Where we are re 
quested to write an isolated bond for 
this class of applicants, we are stricter 
in our requirements than where we 
carry the entire Fidelity line of a large 
employer who also desires us to cover 
his salesmen that are employed on a 
commission basis. But in either event, 
the real test, after all, is the character 


of the applicant, and if it can be 
proved to us that an applicant is of 
the highest character, in addition to 


being a competent, qualified salesman, 
we shall execute bond for him whether 
his employer carries a large volume of 
Fidelity business or not, and 
he is financially responsible or not. 
“And regarding an applicant desir- 
ing bond to cover him in a capacity in 
which the relationship between him 
and the beneficiary therein is different 
from that of an employer and em 
ployee, such, for example, as that exist- 
ing between an agent, broker or con- 
signee, and the person, firm or cor- 
poration to whom he is to be bonded, 
where the relationship may be, accord- 
ing to the character of agreement or 
contract between them, either agent 
and principai, consignee and _  con- 
signor, or debtor and creditor,—it is 
essential that such applicants be pos- 
sessed of some financial strength, be- 
cause we are dealing with more than 
criminal dishonesty of the applicants 
in such cases. Such applicants fre 
quently commingle the _ beneficiary's 
funds with their own funds, and in 
case of bankruptcy, or the happening 
of some other unforeseen contingency, 
with resultant loss to the beneficiary. 
there is always a lurking danger of 
claim for such loss being made against 
our bond on the theory that, at least 
technically, if not criminally, the ap 


: . 
whethe 


plicant has been guilty of embezzle 
ment. 
“Of course, where the relationship 


between an applicant and beneficiary 
is that of debtor and creditor, then the 
is absolutely the financial standing of 
basis of the underwriting of the risk 
the applicant.” 


J. L.. MAUTNER 


~J.L. MAUTNER AGENCY 
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Continental Casualty’s 
Disability Division 
ANNOUNCEMENT BY COMPANY 
Changes Caused By Imposition of 
Taxes on Monthly Premiums; What 
Agents Must Do 


In a statement to agents the Con 
tinental Casualty 

“This 
changes in 
of the 


mium 


says: 


is to announce most important 
the 


formerly 


business 
Monthly Pre 
of the 


which will hereafter 
¢ 


transaction of 
termed 
Department, a branch 


Company’s activity 


he known as the Disability Division o 
the Accident and Health Department 
These changes represent the most im 
portant forward step that the Conti 
nental has ever taken in the sale of 
disability insurance By disability in 
surance we mean that form of protec 


tion which primarily is against the loss 
of time by accident and disease 


“These changes have been in the 
mind of the Continental for several 
years and their adoption at this particu 
lar time is due to the fact that the 
Congress of the United States has 
passed a taxation measure which im 
mediately imposes upon accident and 
health policies issued on the monthly 


payment plan an exceedingly heavy tax 

a tax equal in amount to 20 per cent 
of the first monthly premium on every 
new placed policy. As a result, the Con 


tinental has been confronted with tak 
ing one of two courses, viz.: (1) To 
require agents to remit to the Company 
the cost of this extra tax, together 
with the cost of its handling; or (2) 
To increase the rate of monthly pre- 


mium. 
Must Write On New Forms 

“The plan adopted makes it unneces 
sary to require agents to remit a por 
tion of the so-called first premium. At 
the same time it gives new policyhold 
ers an opportunity to carry even more 
liberal forms of insurance at less cost 
provided premiums are paid onarterly 
semi-annually or annually. 


it is necessary for a policyholder to 





sion paid. 


General Building, 























Residence theft insurance at one-third the former 
rates. This is every broker’s opportunity. Call for 
particulars about our new Full Value Residence 
Theft Policy. Regular rate of brokerage commis- 
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Fire and Life 


Assurance Corporation, Ltd. 


Something New 


PHILADELPHIA 
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pay for his insurance monthly, and 
only in that event, is the premium in- 
creased, 

“To begin with, it should be kept in 
mind that the new plan has to do only 


with new policies or rewrites written 
on and after April 20, 1919. All poli- 
cies on the books prior to that date 
may be continued in force as hereto- 
fore. On and after April 20, 1919, all 
policy forms and_ riders previously 


issued by the Monthly Premium Depart- 


ment are withdrawn from sale and all 
business must be written on the new 
forms. 

“We have an entirely new set of poll- 
cies and application (Form 2444C). 
These policies are known by their old 
names and numbers and inelude the 


Advance, Golden Rule, Popular and prac- 


tically all other forms to which agents 


are accustomed, Kach of these new 
policies is more liberal than its pre- 
decessor in one or more respects. For 


instance, in the new Advance Disability 
policy the five year accident period has 
heen lengthened so as to be for life in- 


demnity. The illness provision has 
been extended from six months to a 
year, ete. There has been eliminated 


from these policies the provision which 
increases monthly indemnities by the 
payment of annual or semi-annual pre- 
miums and for reasons hereinafter 
given 
New Plan of Cash Discounts 

“For each of these new policies there 

is a new rate sheet giving rates for pay- 


ment of premiums annually, semi-annu- 
ally, quarterly and monthly. The quar- 
terly premium for these more liberal 
policy forms will be substantially the 
same as three times the old monthly 
premium In other words, when sold 
on the quarterly plan the new, more 


liberal policies may be bought at sub- 


stantially the same rate as heretofore. 
The semi-annual premiums are consid- 
erably less than six times the old 


month!y premium; and the annual pre- 
miums less, by a greater degree, 
than twelve times the old monthly pre- 
mium. In short, instead of giving poll- 
ecyholders accumulations on monthly In- 
demnity for advance premiums the new 
policies give them a benefit which they 
can more readily understand, namely 

Cash Discounts. The new plan of Cash 
Discounts will enable agents to produce 
most of their business on the annual, 
semi-annual and quarterly basis. This 
increases collections and decreases time 


are 


spent for making monthly collections, 
Agents, in the interest of their clients, 
will give as many as possible the ad 


vantage of the new Cash Discounts and 
them the additional cost imposed 
by the new tax law as respects monthly 
payment 


save 


MADE BROOKLYN MANAGER 
G. Loeffler has been appointed Brook- 
lyn industrial manager of the Conti- 
nental Casualty. He has been with the 
Company since 1916, 
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War Relics in Maryland’s Window 

A Victory Loan war relic display in 
the office of the Maryland Casualty Co., 
at 105 William Street, is drawing a 
crowd to the window. The first Ger- 
man machine-gun to be captured by the 
Twenty-seventh Division is displayed 
through the good offices of Lieut. Rex- 
ford Crewe, of this Company, who 
served with Gen. O’Ryan and was 
loaned the gun through the General's 
courtesy. It was taken just before 
Mount Kemmel. Among the other dis- 
plays are several well worn rifles and 
a cigarette case, a German belt buckle 
and a cigar lighter, with a picture of 
Hindenburg on it. These were ob- 
tained by Sergeant Charles E. Good- 
win, who is with the army of occupa- 
tion on the Rhine. Sergeant Goodwin 
is a brother of Richard V. Goodwin, 
who is with the Maryland Casualty Co. 

* - * 


Henry Franklin in Politics 
Henry Franklin, of the Fidelity & De 
posit’s Baltimore office, has been nomi- 
nated in the primaries on the Demo- 
cratic ticket for the Second Branch 
City Council from the Sixtieth District, 
which comprises practically the entire 
new Northern Annex of Great Balti- 
more. He had a walk-away. 
* * . 
National Surety’s Statement 
The National Surety Company’s an- 
nual statement for 1918 shows the fol- 
lowing premium and loss returns: 
Entire Business 


Premiums Losses 
Surety ... . «$3,043,297 $625,217 
Fidelity .. 2,163,981 609,450 
BOPSiary .c.sce 646,083 238,585 

New York State Business 

Premiums Losses 
Surety ..........$842,636 $324,408 
Fidelity aces Gatyee 158,647 
DOGGIATY éssécces 279,006 168,520 

7 * * 


Not Thinking of Writing Ships 

The Maryland is not at present con- 
templating . writing aeroplane  insur- 
“ance. Inquiries addressed to the United 
States and the General elicited the 
same information. 


J. J. McINTYRE, CHAIRMAN 





Accident and Health Claim Association 
of New York Has Seventy-five 
Members 





At a meeting of the association held 
last Friday at the office of the Globe 
Indemnity Company, Chairman Ralph 
Marden presiding, the Accident and 
Health Claim Association elected six 
new members, bringing the total mem- 
bership to seventy-five. K. M. Chandor 
was elected an honorary member. 

J. Bruce Galloway, of the Globe, made 
an address on “Physical Traits” and 
their importance to the adjuster, it be- 
ing the third of the medicai series be- 
ing delivered to the association. 

From a beginning of but thirteen, 
this association now numbers nearly all 
the accident adjusters of the City. 

The new officers elected for the ensu- 
ing year were J. J. McIntyre, of the 
accident and health claim department 
of the Equitable Life, Chairman; 
Thomas P. Trevvett, of the Commercial 
Travelers Mutual Accident Association; 
vice-chairman and E. E. Bradley, of the 
Royal Indemnity Co., secretary-treas- 
urer. 





The New Telephone Rates 
Casualty companies are instructing 
their branch offices to do everything in 
their power to minimize the cost of 
telegrams, and where business will not 
suffer to use the mail instead. One 


company instructs agents: “At times 
it is absolutely necessary to wire. 
When feasible it is suggested that 
night letters be used. Fifty words can 
be sent by night letters at the same 
cost as ten words for a straight day 
message.” 

It is the experience however of some 
companies that the mail frequently 
beats the night letter; and it certainly 
is cheaper. 

i * 2 @ 


Motor Car Mutual Plans 

The Motor Car Mutual Fire and Motor 
Car Mutual Casualty, of which W. B. 
Renton is vice-president and general 
manager, will shortly enter Pennsyl 
vania and New Jersey. In Greater New 
York it intends to do business through 
brokers. These companies were licensed 
by the New York Insurance Department 
on April 18th, and will issue full cover- 
age policies on automobiles, The _ poli- 
cies are standard forms approved by the 
New York Insurance Department. The 
laws of New York governing organiza- 
tion of mutual automobile companies 
limits the cost of acquisition and over- 
head expenses to not exceed 30 per 
cent., leaving a balance of 70 per cent. 
for the payment of losses. 

The insurance men on the board of 
directors of these two companies are 
Frederick S. Doremus. Guardian Life; 
Thomas F. Egan, William L. Jones, of 
Jones, Launt & Barrett, Ine.: M. @C. 
Reinboth, Guardian Life; and Mr. Ren- 
ton. 





Not Active As Yet 
NEW ASSOCIATION UNDER WAY 


Until Signing of Peace There Will Be 
Little Activity in Air, Says 
Paper 
An interesting survey of airplane in- 
surance to date in England, where there 
has been a new association formed to 
write aviation insurance, has’ been 
printed in one of the British newspa- 

pers, which says editorially: 

“Although both the majority of the 
insurance companies and Lloyd’s under- 
writers are now organized to deal with 
Aviation Insurance it must be said that 
the signs of activity are more apparent, 
than real. We do not for one moment 
suggest that the schemes are too early 
though there is as yet little or nothing 
to insure. At the present time we are 
in the transition stage be@ween war and 
peace, a fact which seems to be over- 
looked by those who are clamoring for 
the issue of the Government rules and 
regulations for civilian flying. Until 
Peace is actually signed and there is 
every indication of the terms being ob- 
served by our former enemies, there is 
very little probability of great activity 
in the air. At the same time it is as 
well to look ahead and be in a state 
of what our American friends call pre- 
paredness. 

Aviation Insurance Association 

“This was the object of the formation 
of the Aviation Insurance Association, 
which came into being a few weeks ago. 
It is made up of a combination of what 
may be termed Lloyd’s interests, con- 
sisting as it does of some 250 under- 
writers together with the Excess In- 
surance Company, and the Eagle, Star 
and British Dominions Insurance Com- 
pany, the managers of both of which 
have grown up with Lioyd’s. But al- 
though the interest aroused was great 
it was mainly, we might almost call it, 
curiosity. The majority of the in- 
quirers were people in search of in- 
formation such as brokers with a desire 
to be early in the field for securing 
business. As a matter of fact very 
little business has been done by any- 
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bedy and we shall probably not be far 
wrong in saying that since the Armis- 
tice was signed the volume of aviation 
insurance has decidedly fallen off. 
Whilst the manufacturers were turning 
out their machines for war purposes 
they required insurance for their pilots 
or testers, not to mention cover for 
damage to the machine itself. A cer- 
tain amount of business was also done 
among Army pilots though this was of 
course very much restricted on account 


of their highly perilous calling neces-. 


sitating the charging of very high rates. 
However there is no doubt that, taken 
all round, during the war a considerable 
amount of business was transacted and 
although definite information on the 
point is not obtainable it is believed 
that on the whole the business has not 
proved unsatisfactory. 
Points to Consider 

“The underwriter who sets out to esti- 
mate the rate for an aircraft risk is 
faced by no small task. It only needs 
a little reflection to see this. From the 
information given in the newspapers 
the veriest novice knows that the fast 
small craft designed specially for fight- 
ing had less stability than the huge 
bombing machine. The work required 
from that class was of course entirely 
different and quickness and facility in 
manoeuvring was one of the essential 
points demanded for the first named. 
Obviously this would increase the risk 
from an insurance point of view as the 
first point which would occur to any 
underwriter is that the greater and 
more sudden the strain thrown upon 
any working part the more liability is 
there to it proving unequal to its task. 
Each Make Has Own Characteristic 

“Again, the various makes of aircraft 
have each their own special characteris- 
tics, and whilst the average man might 
be inclined to think that the adoption 
of a particular machine by the Govern- 
ment during the war was _ sufficient 
proof of its general worthiness, prob 
ably the expert in aeroplanes would 
hold a very different opinion. It there- 
fore follows that the underwriter setting 
out to write aircraft risks must have 
a thorough knowledge of the purposes 
of all the different makers’ machines. 
It may be said that one of the chief 
factors in an aeroplane is the engine, 
but it is not the be-all and end-all, as 
the structure will doubtless have its 
own characteristics which will affect 
its performances. Again, the larger 
number of engines the less probability 
is there of a complete breakdown. At 
the same time it is not always safe to 
reckon that a five engine machine is 
necessarily a much safer risk than 4 
cne engine machine. The big powered 
aeroplanes will have greater tasks to 
perform and it is conceivable that the 
task to which such a machine would be 
put might be expected to produce greater 
liability to a claim. For example a one 
engine machine although perhaps quite 
suitable for a flight across the channel 
would not be sent on a very long flight 
over the sea. Its business therefore will 
be confined on the whole to districts 
where there are likely to be convenient 
landing places, one of which would be 
expected to be within fairly reasonable 
reach of a long plane-down if the e2- 
gine failed but it would not necessarily 
follow in the flight of a big machine 
between say England and India.” 
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~~ 
It is always interesting, as 
How well as instructive and 
Some profitable, to study how a 
Succeed large producer works, how 


he gets his results. Prob- 
ably no two ever follow just the same 
methods, and it is hardly ever possible 
to copy one man’s way successfully. 
But one can always get suggestions or 
ideas to be used in one’s own indi- 
vidual way. On this subject the Stand- 
ard Accident, Detroit, has this to say: 

“The most futile and unprofitable 
thing that can possibly be done is to 
be skeptical of another man’s large 
record—to salve one’s own pride by in- 
sisting on the belief that he didn’t do 
as much as was claimed for him or 
that special circumstances were in his 
favor which accounted for it. We have 
seen some field men, chronically small 
producers, who simply couldn’t compre- 
hend a monthly record of say fifty 
bona fide applications. A hundred ap- 
plications in a month was simply un- 
thinkable—it couldn’t be done. It is 
true that some territory has more possi- 
bilities for business than others, but the 
difference is more often in the men 
working it. We know of cities or terri- 
tory of only a few thousand population 
where several hundred dollars in pre- 
mium collections have been built up, 
while agencies very much smaller are 
struggling along in cities of several 
hundred thousand population where the 
possibilities are positively unlimited. 

“Recently one of our field men wrote 
us an explanation of why he wasn’t 
writing more business. He had a great 
number of promises of prospects but 
the trouble was they were only pros- 
pects. They were still paying on their 
subscriptions for Liberty Bonds, some 
were out of work or thinking they 
might be let out; they were the multi- 
tudinous reasons that are always so 
plentiful with the prospect to put the 
agent off, some, however, dressed up a 
little new. Every field man encounters 
these same excuses in some form or 
other, and the man who gets the busi- 
ness is the one who learns how to 
show the prospect and to convince him 
that his insurance protection is a most 
important requirement and_ should 
come first. 

“Recently we had as a Home Office 
visitor a field man who has a long 
record as a large producer. He has 
written as many as sixty bona fide 
paid-for risks in one week—he writes 
very little business that he does not 
deliver and collect because he very 
“ldom writes an application where he 
does not collect at least a deposit, more 
often the full initial cost. One of his 
favorite methods of going after busi- 
ness is to take aé_ certain street, 
more often a business” street, and 
canvass every place’ systematically, 
and every person in each place. He has 
a way of getting into supposedly for- 
bidden places, he can penetrate to the 
second basement of a big building to 
get to the chief engineer—after he 
has found out what the engineers 
name is. Once in he knows how to get 
to others—profitably. He has a way of 
presenting his proposition that gets at- 
tention first off and doesn’t waste the 
time of the person solicited. He finds 
out if the person solicited is already 
sured or for some other reason is 
hot a prospect and wastes no time on 
aseless cases. Most important of all, 
however, he works every day a regular 
number of hours and sees and solicits 
& large number of people. 

“It would be unprofitable for most 
fleld men to attempt to copy outright 
this man’s methods—it would be so with 
any star producer. One reason why 
the large producer fs a large producer 
Is that he uses originality in utilizing 
his Personality and initiative. He may 
take up some other man’s idea which 


———— 


he sees to be good and effective, but 
he does it in his own way. 

“The main point we wish to empha- 
size is that there is a way for every 
field man to get big results—it would 
be more correct to say that there are 
hundreds of successful ways, because 
there are actually hundreds of success- 
ful field men who are getting big results, 
each according to his own individual 
way. There is not a representative of 
the Company who cannot be a large 
producer if he will give it the thought 
and energy and time and—work.” 

o . *. 


Seeing that old policyhold- 


Service ers are given the most up 
That to date accident and health 
Pays forms issued by the com- 


pany is an important part 
of every agent’s work. About two 
months ago the Massachusetts Bonding 
& Insurance announced that any ac- 
cumulations earned on an oid form 
would be transferred to a new one 
which immediately superseded the old. 
The Company expected to have many 
applications for such transfers from 
its agents who are looking after the 
interests of their policyholders. The 
policyholder depends upon the agent 
for just this service. Quite a number 
of the Company’s representatives took 
advantage of this concession and have 
rewritten a large number of policies 
but the number is small compared with 
what was anticipated. The question is, 
what have agents generally done to 
rewrite the old policies in their terri- 
tory? Some of the policies may have 
been written fifteen or twenty years 
ago when the business was in its in- 
fancy and the policies were full of re- 
strictions. On this subject the Com- 
pany says: 

“Are you able to look every one of 
these old policyholders in the eye with 
the feeling that you have taken care of 
his interests as you would want your 
interests taken care of were you in his 
place? Unless you have informed him 
of his privilege of changing to a later 
form without losing his accumulations 
you haven’t done your full duty by him. 

“Can you consistently blame one of 
your policyholders for being ‘sore’ when, 
on presenting a claim under an old 
form policy for one of the diseases for 
which full indemnity is not paid, he 
receives only part of what he expects— 
if you have not given him an oppor- 
tunity to get one of the later ones? 

“ ‘Get right’ with your old policyhold- 
ers. Explain this privilege to them 
when they pay their premiums or when 
you meet them on the street and show 
them the advantages. There are no 
arguments against it and incidentally 
it is a golden opportunity to increase 
your premium collections.” 

* a. 


Generally speaking a man 


Work, sixty years old has slept 
Sleep and twenty years, played 
Play twenty years and worked 


twenty years, observes 
the Massachusetts Bonding & Insur- 
ance. That is to say, he has divided 
each day of his life as follows: Eight 
hours for sleep, eight hours for pleas- 
ure and recreation and eight hours for 
work. 

Of course, there are exceptions to 
this rule: but the man who violates 
this division of his day for any con- 
siderable length of time in the end 
likely will pay the piper. If he sleeps 
too much, he’s a dope; if he plays too 
much, he vegetates and disqualifies 
himself for work; if he works too much, 
he breaks down. 

Only a third of one’s life seems a 
small proportion to devote to work. It 
would seem that a man could not ac- 
complish much who devotes two-thirds 
of his life to sleep and recreation, and 
some men do not accomplish much; 
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but that is because they do not make 
the most of their working hours. 

The secret of s ful aecomplish- 
ment in the day’s work, the secret of 
success in your life’s work, lies in in- 
dustry. While you are working, work 
don’t dilly-dally and gather wool and 
chew your pencil and run to the win- 
dow when you hear the fire engine com- 
ing. Keep eternally on your job in the 
office from the time you hang ycur hat 
in the morning until the clock strikes 
at quitting time. Make a chip fly every 
second—concentrate every ounce of 
mental or physical energy on the work 
at hand—let there be no lost motion, 
no cerebral vibration, maintain vourself 
at the highest degree of efficiency 

* « + 
Accident 


ucce 


Policy No. 1 


First Accident was issued by the 
Policy Issued Travelers Insurance 

55 Years Ago Company on April 1, 
1864, to James G. Bat- 

terson, founder of the Company. 
The policy provided, subject to its 

conditions, that $5,000 would be paid 
in event of accidental death and $25 


weekly indemnity if absolutely and to- 
tally disabled, for a period not exceed- 
ing twenty-six weeks In event of 
loss of hands, feet or eyesight an 
amount not to exceed tw weeks’ 
indemnity would be paid. 

If death or injuries were caused 
by duelling or fighting, suicide, felont- 
ous or otherwise, or by war, riot or in- 
vasion, or while intoxicated or riding 
in races then “no claim’ shall be 
made.” It was further provided that the 
policy “shall become absolutely void 
end no claim shall be made agninst the 
Company if the insured shall travel 
elsewhere than within the limits of 
the United States or in British Ameri- 
can Provinces or if during the ent 
civil war in this country if the assured 


nty-six 


pre 


shall travel in any state or territory 
while such state or territory is in re 
bellion -against the United States Gov 


ernment.” 
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Provision was also made that all in- 
demnities paid under the policy “shall 
be counted in diminution of the sum 
hereby insured” so that the total sum 
paid shall not in any case exceed the 
principal sum. The premium for Mr. 
Batterson’s policy was $25. 

Twenty years later the twenty-six 
weeks’ indemnity limit was stillin acci 
dent policies, although the contract 
was changed to pay the principal sum 
for loss of two members or both eyes. 
In 1901 unrestricted policies were first 
issued and from that date the accident 
business gained a fresh impetus. 

The Travelers Insurance Company, 
the pioneer accident insurance com- 
pany of America, is the only one of at 
least fifty companies which started in 
the accident business prior to 1870 
which is doing business to-day. Since 
its inception, it has led all companies 
in its chosen field of underwriting and 
despite the large amount of business in 
force it is constantly increasing in 
volume and there is an ever widening 
gap between this company and its near- 
est competitor. 

During all these years the Company 
has kept an accurate experience by 
occupation, nature and period of disa- 
bility, age, amounts of insurance, ete., 
and has used this experience as a 
guide for proper rating. 








24 THE EASTERN UNDERWRITER 































~ se 
oF 
ERIE) Z FOIE 
AM Fe ee 
/ Vw = 
Ups id y gr. >) 
ee sen i canes 
a ao 









eter: 
4 a = 1 
o > aS 
> 










x) ey yf 
wie ia Vy Ae y) 
CET MAE, NA * 
REVO Pen / 
TAY ei 
: 4s 














q 
vo 
HE? 





aN often / 
nas a tA Hy 
Liga 
Vig 








Ya 


—_ 











“h 44) 
¢ aN) , 
ARB MAS 
if He RAT 





PAIN 
TAA) 
YYOH 

CAS 




















OUR POLICY FEATURES: 


_DOUBLE INDEMNITY FOR ACCIDENTAL DEATH 
TOTAL DISABILITY—SICKNESS OR ACCIDENT— 
PAYS INSURED INCOME DURING DISABILITY 
PREMIUM PAYMENTS WAIVED DURING DISABILITY 
AT DEATH—FACE OF POLICY, WITHOUT DEDUCTION 
FOR DISABILITY PAYMENTS, PAID WITHIN 24 HOURS 


WRITE US TODAY—We have territory open and best commissions 


Reserve Loan Life mstance Company 








Make Victory Complete—Buy Victory Bonds 
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